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URING the next three months furnace dealers 

—you, among them—-will harvest the greater 

part of the 1924 crop of furnace installations. 

What will your share of this harvest be? Let us 
help you make it a BIG SHARE! 


Mueller sales and advertising co-operation—a unit 
of the Mueller business-getting plan—is available 
for every Mueller dealer. 


This sales help, plus Mueller Engineering Service 


and the prestige of an organization that has 67 
years of successful furnace manufacturing experi- 
ence to its credit, is yours for the asking. 


Let us tell you how this works out. Just say: “I 
want all the facts about the Mueller proposition.” 


L. J. MUELLER FURNACE CO. 


Makers of Warm Air, Steam, V: and Hot Water 
Heating Systems, Registers, Pipe, Furnace Fittings, etc. 


193 REED STREET, MILWAUKEE, WIS. 





Dependable Heat—easier to sell than to sell against 
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Every Novelty 
Customer a Salesman 


The important fact for you to 
remember about the Novelty 
Warm Air Furnace is that every 
sale is the surest possible begin- 
ning of more sales. 


Satisfied customers are the best 
salesmen on earth — no enduring 
success can be built without them. 


And Novelty dealers succeed be- 
cause their customers are satis- 


fled. 





The Novelty earns the customer’s good-will because its specially 
constructed “crab” gives three times the heating surface usually 
found in a warm air furnace. That increased heating surface means 
more heat without using more coal—and anything that saves coal in 
these days of high prices is welcumed by the home-owner. 


77 years of experience in making heating equipment of all kinds 
is behind the efficiency of the Novelty Warm Air Furnace. In that 
time we have also developed a mighty forceful way to help our deal- 
ers to increase their business. 


You will be interested to know the details of our plan. Write the 
nearest office—today. 


1847 ABRAM COX STOVE COMPANY 1924 


Philadelphia New York Chicago 
Dept. T-6—American & Dauphin Sts. Dept. T-6—113 E. 34th St. Dept. T-6—736 West Monroe St. 


For 77 years, manufacturers of NOVELTY Pipe and Pipeless Furnaces; Round and Sectional Boilers; Coal Tank Heaters 
and Laundry Stoves; Coal Ranges; Combination Coal and Gas Rang:s; FORTUNE Gas Ranges and Gas Water Heaters. 
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their business. 





INVITING YOU! 


The editorial columns of AMERICAN ARTISAN are devoted to the develop- 
ment and perpetuation of the Warm Air Heating, Stove and Range, Sheet Metal and 
Hardware industries. Its readers are cordially invited at all times to use this com- 
monsense method of obtaining the advice they need for the successful conduct off 


If your problem is a knotty or technical one, submit it to the Service Depart- 
ment and secure the benefits of the opinions of other men. It is an exchange in- 
formation department, and you are asked to relate your accomplishments and tell | 
Wherever possible rough sketches or photo- 
graphs should accompany the questions or suggestions, as they always make clear 
the points involved. Use this Service Department freely; it is yours. 

Answers to all questions will be held strictly confidential if so desired by the 
sender. If no mention is made to the contrary, questions and answers will be pub- 


lished in the various departments of AMERICAN ARTISAN. 


how you have surmounted difficulties. 
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Sell Him An International Carton 


‘HE next time a prospect drops into your store to inquire 
about a furnace sell him an International Carton. 


The following features of construction will insure your cus- 
tomer’s complete heating satisfaction at low yearly cost. 


Self-Cleaning Radiator—Never wastes heat thru insulating effects 
of soot. Never wastes a minute of your customer’s time 
to clean it. 


Straight-Side Firepot—Ashes do not collect at its sides to deaden 
its heating surface. 


Triangular, Herringbone Grate—Gives shearing cut. Cleans ashes 
evenly. Gives fire even supply ot air. Can be ongpes with 
one simple operation to remove clinkers. 


Double Casing—With air space between. Keeps heat in much 
more effectively than a single casing. 


Deep Sealed Cup Joints—Makes gas leakage impossible. 

Large, Roomy Ashpit—Permits easy removal of ashes. 
It is such features, in addition to the strength of every part, that makes the Carton 
a heater of unusual fuel economy, easy to operate and low in its cost of up-keep. 


If you want to heat your customer’s homes on a basis of true economy—sell Inter- 
national Carton Furnaces. Catalog 1563-R gives complete description. Copy on request. 


INTERNATIONAL HEATER COMPANY 
UTICA, N. Y. j 
NEW YORK CHICAGO CLEVELAND NASHODUA, N. H. | 


emmn H EATERS 
NTERMATIONA a 


BOILERS & FURNACES 


INTERNATIONAL 
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Furnace Installers Must Assume 
Personal Responstbhility in 
Campaign of Education 














N page 16 of this issue there appears a 

letter from Harry Hussie in which he 

points out a way to counteract some of 
the many erroneous and utterly false state- 
ments that are being made with fair regularity 
in the newspapers about. warm air furnaces. 

American Artisan has given special atten- 
tion to some of these articles and has shown 
how far from being correct the writers were 
in their statements. We have also urged that 
local installers and others who have a vital in- 
terest in the prosperity of the warm air fur- 
nace industry, because they make their living 
out of selling or manufacturing warm air fur- 
naces, should make use of the opportunities 
which the daily newspapers present, to place 
the warm air furnace where it ought to be in 
the mind of the public—recognized as the 
most healthful, most economical and most 
efficient means of heating residences and cer- 
tain other types of buildings. 

We have been commended by many for our 
suggestions, but up to this time the only real 
response to them that we have seen is a clip- 
ping from the “Omaha World Herald” which 
contains a letter of just the sort that should 
be published over the signature of some local 
installer or manufacturer of furnaces in sev- 
eral thousand newspapers at fairly frequent 
intervals. 

In the letter which accompanied the clip- 
ping, Mr. Hussie lays stress upon the fact that 
all of us—or at least far too many for the gen- 
eral welfare of the warm air furnace indus- 
try—have a tendency to pass things on to 
somebody else, a committee or a bureau, and 
then sit back and consider our duty to our- 
selves, to the public and to the furnace indus- 
try as. well performed. 

He urges that individual work be done—and 
he is right, most emphatically, but not all of 
us are capable of writing such clear and easily 





understood English as Brother Hussie, so we 
give up the job and do nothing, using that as 
an excuse. 

It is well, therefore, that the Educational 
Research Bureau of the National Warm Air 
Heating and Ventilating Association in its 
plans, is making provision for this very condi- 
tion, and it may be expected that before very 
long this Bureau will be in position to furnish 
articles for publication in newspapers which 
will tend to build up confidence in the warm 
air furnace. 

The publication of these articles, however, 
should not be a matter of “replies” to antago- 
nistic articles, but rather in the nature of con- 
structive information. Occasionally they may 
take up points of controversy, such as for ex- 
ample in cases where actual misinformation 
has been published in certain papers, but as 
the general rule they ought to confine them- 
selves to the positive stand rather than simply 
being a negation or denial of the more or less 
erroneous statements that may be made by 
writers who either are ignorant on the matter 
of heating or have an axe to grind. 

Manufacturers who buy advertising in daily 
newspapers and magazines have, of course, a 
right to insist that the editorial departments 
of such publications keep their reading col- 
umns free from material which may be con- 
tributed by syndicate writers who cannot, by 
the widest stretch of imagination, be classed 
as even fairly well informed on the subject of 
warm air heating, and we know of at least one 
instance where such influence has been 
brought to bear, the results have been more 
than satisfactory. 

But do not forget your personal responsi- 
bility. In the last analysis it is your business 
that is affected and, therefore, it is also your 
job to get the articles published in your local 
papers. 





AMERICAN ARTISAN 

















Random Notes and Sketches. 


By Sidney Arnold 

















James E. Ejiseman, who sells 
Floral City Heaters, sent me the 
following true story about a young 
lady friend of his by the name of 
Helen: 

Helen was at her first 
When refreshments were 
she refused a second helping of ice 
cream with a polite, “No, thank 
you,” although she looked wistful. 

“Do have some more, dear,” the 
hostess urged. 

“Mother told me I must say, ‘No, 
thank you’, ” the little girl explained, 
“but I don’t believe she knew how 
small the dishes were going to be.”’ 


party. 
served, 


Frank E. Beeth, the Kruse Fur- 
nace salesman, was in a small Michi- 
gan town that had no hotel, so he 
had to call for his mail at the post 
office. 

While there, a stranger came and 
asked if there was any mail for Mike 
Howe. 

The postmaster was busy and 
made no reply. 

“Any mail for Mike Howe?” re- 
peated the stranger. 

“No, of course not. Who do 
you suppose would send mail to 
your cow ?” 

e 6 « 

Bill Wise, the Akron 
manufacturer, is an awfully good 
listener and when he gets through 
listening he generally has a pretty 
good idea of what the other fellow 
is after; also he is more than likely 
to put the laugh on some of the swift 
talkers, such as happened the other 
day in the lobby of the Hollenden 
Hotel in Cleveland, when somebody 
had been exploiting the idea of phy- 
sical exercise before breakfast much 
to the boredom of the crowd who 
did not feel like breaking up. 

The fellow had used as a clincher 
the story about the Roman who 
swam the Tiber River three times 
before breakfast. When the speak- 


furnace 


er stopped for air, Bill interposed 
this remark: 





“IT am wondering why that Ro- 
man did not swim the Tiber four 
times and get back to where his 
clothes were.”’ 

* ok Ok 


Three good friends of mine, who 
were in apparently good health, have 
dropped dead in the midst of their 
activities and without warning since 
Mach 15th. 

None of them led sedentary lives. 





All were big, strong men. All were 
Old Glory. 
It proudly floats beneath the 


stars, 

The Flag we love—the Red and 
White and Blue— 

The only Banner, old and ever 
new. 

The sacred emblem that has 
carried far 

With glory lighting every star 
and bar. 

Brother, how much does this 
flag mean to you? 

You tell us you are true to it. 
How true? 

Have you gone forth where its 
dead lovers are? 

They sleep in Mexico. They 
sleep in France. 

They lie at rest beneath the 
Seven Seas. 

Old Glory riots where the sun- 
beams dance 

To think that it was loved by 
such as these! 

It calls to men of high and low 
degree: 

“He died for men—and men 
have died for me!” 

—William F. Kirk. 











active and “on the go” in business. 
None were excessive in their habits. 
But all died of “heart failure.” 

Isn’t there a hint in this for those 
of us who are nearing the “dan- 
gerous age?” Shouldn’t we begin 
to ease off from desk work? 
Shouldn’t we take more exercise? 
Shouldn’t we be more careful in our 
habits of eating? Shouldn’t we ar- 
range our business in such a man- 
ner that it can go on without inter- 
ruption if the “unexpected” did hap- 
pen and that those whom we love 
will be able to get along without 
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financial worries, when we leave this 
vale of joys and sorrows? 

And while we are on that last 
point—how many of you are carry- 
ing life insurance enough? How 
many of you are insured for the 
benefit of your business ? 

You ought to have your life ip- 
sured for all that you can possibly 








































carry. 
x * x 

Arthur C. Frazee, of the Rudy 
l‘urnace Company, made me a pleas- 
ant visit the other day, and talk after 
awhile got to the matter of sense- 
less questions, and then he told of 
an experience he had in Cleveland 
a short time ago: 

There was a long line at the 
ticket when a woman 
pushed her way breathlessly to the 
front. 

“T want to go to Detroit,” she 
began. ‘In about three weeks——” 

“Morning or night?” the man 
asked, reaching for a time table. 

She told him at night. He looked 
up the trains, the crowd meantime 


window 





growing impatient. 

After she had asked him every 
question conceivable she finally burst 
out : “Tell me—do you think there'll 
be a moon on that night ?” 

The man admitted that he wasn't 
sure. 

Because,” she finished, sweetly, 
“if there is a moon, I’m going to 
take the boat.” 

The Love We Passed Out. 


Duty is routine dreary and cold, 

Under its sway we grow gray and old, 
Passive and narrow and hard as a stone, 
Cold and superior, shunned and alone. 


Love in our work is the thing that counts 

And produces the beauty that duty sur- 
mounts ; 

Love is the force to which the world 
bends, 

Love lives forever and never ends. 





Love is a leaven let loose in our work, 

A desire to please, no desire to shirk, 

A thought for a brother, his wrong to 
condone, 

A word to a mourner in her home left 
alone. 


Love lives forever, the thing that we 
keep ; 

When sordid things fail, then shall we 
reap 

The full measure of happiness o’erflow- 
ing, sublime, ; 

In the dutyless love we shared in our 
time. ° 

—Carlotta Bonheur Stearns. 
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James Sets Down Specifications That He Wants 
Furnace Salesmen to Fill. 


Maintains That Too Many Knights of the 
Grip Know Too Little About What They Sell. 


T the Michigan Sheet Metal 
A and Roofing Contractors’ con- 
vention, E. C. (“Buck”) Taylor 
spoke on “Merchandising of Warm 
Air Heaters” in a very interesting 
and instructive manner, and we have 
had many comments, the latest one 
being from H. B. James, a progres- 
sive and successful “heating engi- 
neer” at Terra Haute, Indiana, who 
writes as follows: 

To AMERICAN ARTISAN : 

It was with a great deal of pleas- 
ure that I read the article of E. C. 
Taylor in your issue of March first. 
The fact that the merchandising of 
warm air heaters is coming to the 
front as a topic of conversation is 
quire correct. Every pert of his 
erticle but one, I heartily agree with, 
and that one is one of the most vita! 
problems the industry has to con- 
tend with. 

Mr. Taylor states that probably 
the easiest way to gain intimate 
knowledge of the articles we are sell- 
ing, is through the traveling man 
and I certainly wish this were true. 
Only in a very few instances of ten 
years’ experience have I found a 
salesman that could give me any 
kind of knowledge in the warm air 
heating business. Mr. Taylor may 
have his men so trained that they 
are experts in their line, but I can 
cite you many instances where other 
salesmen have not acquired even the 
rudiments of the industry. 

Warm air failures in a great many 
instances are not the cause of neg- 
lect or poor workmanship, but are 
caused from the lack of knowledge 
of proper installation on the part of 
the small heating contractor, who 
does a great deal of the actual work 
himself, and being brought up in 
the tin trade long before he should 
have been out of school. 

Three Types of Installers. 

There are really three different 
types of heating contractors, who 
are supposed to arrive at the same 


result, but often, very much too 
often, the results are failures. 

First, we have the small heating 
contractor. He does not have the 
training and cannot see the advan- 
tage of studying the trade journals 
and especially written books pub- 
lished by our big heating engineers. 

Secondly, we have the contractor 
who for several years has been a 
good mechanic and successfully in- 
stalled warm air furnaces. This 
man has seen a great many furnaces 
installed, and has installed them, and 
with this knowledge he has a right 
to think he is capable of contracting 
for himself, but I know of many 
such contractors who were failures 
because they have never had the 
actual responsibility of laying out a 
job. They can do the work after 
the job has been laid out, but they 
have never so trained their minds to 
grasp the fundamental principles, 
which are the working basis of fur- 
nace installation. 

Thirdly, we have the contractor 
who does not care. He is the man 
who cuts and slashes, buys the 
cheapest furnace he can buy, makes 
his cold air out of anything. He is 
the get-rich-quick type, who will 
soon blow up. He is the type who 
hurts the trade worse than any oth- 
er, and if he would be the end of his 
kind it would be different, but as 
fast as he goes another steps in, so 
we have always more or less of this 
kind to contend with. 

But in some manner or other these 
kinds of contractors must be taught 
the logic of good business principles 
and the fundamental points of 
proper installation. 

The Salesman’s Job. 

A great deal of this will have to 
be done by the furnace manufac- 
turer: It will have to be done 
through his medium—the salesman. 

The small percentage of salesmen 
who actually know and who can 
actually lay out a first class instal- 
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lation for an ordinary house is as- 
tounding. 

I have in mind right now a sales- 
man with one of the largest con- 
cerns who does not know any more 
or as much as the ordinary house 
owner in regards to installation. He 
admits it and says that his duty is 
purely a matter of selling furnaces 
to the contractor and not the selling 
of installation. This may be very 
true, but nevertheless it is only a 
question of time until it will be prac- 
tically impossible to sell this par- 
ticular line of furnace in any of the 
territories that this young man has 
covered. 

I know of a particular line of fur- 
naces which seven years previous 
was a great favorite here. Today 
it would take a tremendous amount 
of advertising and personal solicita- 
tion to sell one carload in this city. 
This was due altogether to poor in- 
stallation and not to the furnace it- 
self. 

Another instance was a salesman 
with a very large furnace manufac- 
turer and who also makes registers, 
that had never heard of a Rock 
Island register. Can you imagine 
this ? 

Specifications for Salesmen. 

Now, I should think that it cer- 
tainly would pay the manufacturer 
to so train a salesman so that he 
would be of every possible assist- 
ance to the heating contractor. He 
should be able to walk into an office 
or a home and lay out with ease and 
sureness the exact location of every 
individual pipe, cold air returns and 
furnace, and to teach the contractor 
his methods, so that the contractor 
may be able to do the same thing. 
He should be able to go into the 
business policy of his customer, 
showing him how to figure costs, 
overhead and profits; and how to 
put his business on a businesslike 
basis. He should be able to teach 
his customer the many advantages 
of warm air heating over other sys- 
tems of heating, and show him how 
with the proper kind of work that 
the warm air industry will overcome 
and be superior to all systems. John 
Wanamaker once said that his sales- 
people could either make him or 
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break him, and that is absolutely 
true. A great deal of the future of 
any warm air furnace depends upon 
the salesman. If I were a sales 
manager, | would not put a sales- 
man out who could not look after 
the accounts in the interest of the 
firm. 

My idea of a real salesman for a 
warm air furnace manufacturer 
would have the following qualifica- 
tions, and I would enforce them or 
I would let him out: 

First. Must have a thorough 
knowledge of warm air heating. 

(a) How air travels—Why it 
travels—What burns furnaces up— 
All differences between cast and 
steel—Everything of this nature. 

Secondly. Must be able to read 
blue prints. 

(a) So as to competently lay out 
a job; 

Know the heat losses in different 
construction of buildings. 

(b) Know where and why to 
place his furnace, cold air and reg- 
isters, etc. 


Thirdly. Understand business 
principles. 

(a) Costs. 

(b) Fundamentals of bookkeep- 
ing. 


(c) Up-to-date prices on every 
article used in installing a furnace. 

This will enable him to take any 
job by blue print or otherwise and 
advise the kind of a furnace to use, 
the size, location and the other parts 
correctly. Be able to figure the 
cost, overhead and profit that should 
be received. In fact, to so figure 
it as to put it on a business-like 
basis, and teach the dealer how to 
do it and why. 

Advice on Advertising. 

Fourthly. Then he should be able 
to analyze the conditions in differ- 
ent towns and advise the customer 
as to the right kind of advertising. 
In fact, he should lay out an adver- 
tising campaign and back the dealer 
up in every bit of it. 

Fifthly. He should be able to go 
out with the dealer and sell to the 
house-owner. In this way he would 
be teaching the dealer proper sales- 
manship. He could cover every 
phase of this. Even go so far as 





make the dealer a prospective cus- 
tomer and talk to him from that 
aspect. 

Any man with study can do the 
above things, and should. They 
are not hard, and in order to be a 
competent man for -his house, he 
must be able to do them. 

Eliminating Cheap Competition. 

Now, if every manufacturer 
would so train his salesmen that 
they could do this, and then see that 
the salesmen enforce these ideas to 
the dealer, cheap competition would 
be greatly eliminated. 

It is absolutely impossible for or- 
ganization in the different towns to 
eliminate improper installation and 
prices, because the small dealer who 
is uneducated will not listen. 

jut if the manufacturers would 
get together and refuse to sell them 
only under. certain conditions, and 
under the conditions teach them and 
make them see what they are doing 
for them, two great ideals would be 
espoused. 

I know what some of you are 
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thinking. You are thinking tha 
there are some manufacturers in the 
business that will not do this, just 
the same as the small dealer will not 
do it now. But I am assuming that 
anyone that is capable of manufac. 
turing anything would be broad 
enough to realize that the above js 
true, and if properly seen would be 
willing to codperate. Just think for 
a minute of the terrible condition 
this particular business has been in 
for a number of years. A larger 
percentage of smaller business men, 
who are less educated and who oper- 
ate in the smallest of shops of any 
class of business that you can imag- 
ine. 

This chaotic condition must stop 
if the trade is to be elevated to a 
higher plane, and the manufacturer 
will have to take the lead and be the 
big factor in doing this, and he in 
turn will have to pass it on to his 
salesmen, who should be so trained 
that they could easily operate a shop 
of their own on a sound business 
basis. 


Harry Hussie Pays His Compliments to Dr. 
Evans and Makes a Fine Suggestion. 


Don’t Let George Do the Work That You Can 
Do Better and More Efficiently, He Says. 


HOSE who know Harry Hus- 

sie—and who is there in the 
warm air heating field that does not 
know him by reputation at least— 
also know that he “speaks out in 
meeting” in such a manner that 
there is no question as to what he 
means. 

Harry believes that a properly in- 
stalled warm air furnace is the best 
heating apparatus for residences and 
he is not afraid to argue that propo- 
sition with anybody, nor is he afraid 
of telling folks where they get off 
if he feels that they are wrong, nor 
is he sparing in his commendation 
of persons whose work he considers 
is along right lines. 

We have the following letter from 
our friend, in which he‘makes a fine 
suggestion—that men who are inter- 
ested in and who believe in the 








warm air furnace should give their 
time and attention to erroneous, not 
to say false, statements in the news 
columns of their papers and con- 
trovert such harmful statements: 
To AMERICAN ARTISAN: 

[ am enclosing, herewith, a copy 
of a letter of mine, published in the 
Omaha World-Herald June 5th. 


I wrote this letter, as an illustra- 
tion of my idea of the way to obtain 
publicity and offset the antagonistic 
work done by Dr. Evans, of Chi- 
cago, and others who find space in 
the public press for articles injurious 
to the warm air heating industry. 

One such letter as this: will, per- 
haps, make little difference, but if 
fifty furnace installers, in Omaha, 
were to write such a letter, and five 
hundred such, in Chicago, were to 
write their daily papers, I believe 





























that the effect on the publishers and 
the public would be noticeable. 

I believe that we depend altogeth- 
er too much on committee work and 
refrain from doing anything, in the 
belief that it must be done by a 
large appropriation through some as- 
sociation. 

This letter demonstrates, how- 
ever, that space for these articles 
will be freely given, if furnace in- 
stallers would take upon themselves, 
individually, the task of protecting 
their business against the ordinary 
libels. 

Joun H. Hussie. 

The letter which appeared in the 
“Public Pulse” column of the 
World-Herald follows: 

Home Heating. 

I have-noticed, from time to time, 
articles in your paper, credited to 
one Dr. Evans of Chicago. 

I assume that these articles are a 
part of a news service, rendered you 
by the Chicago Tribune, because 
this doctor has been contributing to 
that paper for some time. 

When Dr. Evans tells your read- 
ers how much soothing syrup to ad- 
minister to the baby, or when it is 
wise to lay off one’s flannels, I have 
no quarrel with him, as I know 
nothing about such matters, but I 
have noticed certain articles on 


‘Home Heating, by this same author, 


that should have no place in a news- 
paper of the importance of the 
World-Herald. 

When I read these articles on 
Home Heating and realize that you 
send out of Omaha for this misin- 
formation, I am reminded of the old 
joke about the merchant who placed 
a sign in his window reading, “Why 
go elsewhere to be cheated ?” 

If articles on Home Heating are 
of interest to your readers, why not 
have them prepared by some one 
who knows something about the sci- 
ence of heating? 

If it seems wise to go out of Oma- 
ha and Nebraska for your informa- 
tion, why not consult such eminent 
heating engineers as Professor A. C. 
Willard, of the University of Illi- 
nois, and Professor J. D. Hoffman, 
of Purdue University, both of 
whom were formerly connected with 


the University of Nebraska? These 
are scientists of national reputation 
and have written a number of arti- 
cles on Home Heating. Professor 
Willard is now, and has been for 
years, conducting daily experiments 
at the University of Illinois, with 
the view of giving the public a bet- 
ter knowledge of the heating prob- 
lem, and improving home heating, in 
every way, and he is always glad 
to give to the public valuable ad- 
vice. 


Western Warm Air 
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Please remember that Omaha was 
the first city to incorporate in its 
building code, a provision for the 
proper installation of heating plants 
in homes and that this part of our 
code has been copied and adopted by 
several cities. 

It seems a pity, therefore, that 
misleading articles on this serious 
subject should be published in an 
Omaha paper. 

Yours very truly, 
Joun H. Hussite. 


Furnace and Supply 


Association Hold Meeting in Des Moines. 


Register Standardization, Uniform Contract Proposal 
Forms and Other Important Matters Are Discussed. 


HE Western Warm Air Fur- 

nace and Supply Association 
held a well attended meeting Wed- 
nesday, June 11th, at Des Moines, 
Towa. 

Many subjects were discussed, 
among which were register stand- 
ardization, uniform contract pro- 
posal blank, standard instruction 
card for furnace users, association 
approval sign ; final consideration of 
all was deferred, however, to the 
annual meeting which will be held 
early in December and the program 
for which will be arranged on a 
two day basis. 

R. W. Menk presented the fol- 
lowing report of the Register Stand- 
ardization Committee : 

Report of Standardization Committee. 

The program of standardization 
and simplification as promoted and 
fostered by this association has been 
a worthy undertaking for the fur- 
nace industry. 

The progress made and the co- 
Operation received from every angle 
is an outstanding expression of the 
caliber of men that make up the 
personnel of this part of our Amer- 
ican industry, and are deserving of 
much credit. 

There have been times when 
progress has been arrested and times 
when it seemed rather doubtful that 
harmony could be maintained and 
at this time some seem to feel that 
these matters are at a standstill; 


even that greater publicity should 
be given to their promotion. 

The facts are, however, that they 
are moving along splendidly. 

The code is now universally 
adopted by all associations directly 
interested and your committee be- 
lieves that the National Warm Air 
and Ventilating Association can be 
depended upon to spread this infor- 
mation throughout the world and 
promote its general adoption in 
every town and city in the country. 

The register standardization pro- 
gram has also been moving along 
nicely and many manufacturers have 
announced their ability to supply the 
standard sizes. 

No especial effort has been made 
as yet to promote their general adop- 
tion as time has been necessary to 
allow manufacturers, jobbers and 
dealers to clear their stocks and pre- 
pare for a concerted movement on 
the part of all for a general drive 
to bring about the universal adoption 
of the standard sizes. 

A recent letter from Mr. Hud- 
son, Chief of the United States De- 
partment of Simplified Practice, ad- 
vises that several manufacturers 
have urged his department to bring 
about further action in the register 
standardization matter. It is the 
opinion of your committee that it 
would be advisable to call a meeting 
in the near future of the joint com- 
mittee to see what can be done and 
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to learn if and when a special effort 
should be made to bring about the 
general use of standard registers. 

Your committee is also presenting 
at this time copies of a revised 
standard proposal and_ contract 
blank which we trust will have your 
careful consideration. Its adoption 
will tend to make competition more 
fair and afford the buyer a better 
opportunity to judge the merits of 
various proposals submitted. 

Another matter of standardization 
which will require your considera- 
tion is a uniform furnace operating 
instruction card. Your committee 
is presenting such and we suggest 
your discussing its merits from the 
standpoint of its becoming a part 
of a universal instruction card that 
will be furnished by all furnace 
manufacturers. 

The association sign submitted at 
the December meeting will also de- 
serve your further consideration. It 
is the judgment of your committee 
that this sign would be a splendid 
asset to our association and to the 
industry as a whole and that if pos- 
- sible some action be taken at this 
time. 

The committee believes you will 
see the merits of these suggestions in 
the way of standardization and 
simplification and suggests your dis- 
cussing and adopting that which will 
be of universal benefit to our indus- 
try and to the public in general. 

May we further suggest that 
copies of these proposals, together 
with resolutions and adoptions be 
sent to the committees on standard- 
ization of other associations in the 
hope that they, too, will cooperate. 

Your committee sees great hopes 
for the further elevation of the 
warm air furnace through the adop- 
tion of these suggestions and be- 
lieves that they will be welcomed by 
manufacturers, jobbers, dealers and 
the public in general. 

At the conclusion of the discus- 
sion of this report a resolution was 
passed to cooperate in every way 
_possible with R. M. Hudson, Direc- 
tor of the Division of Simplification 
of the Department of Commerce at 
Washington. 

A splendid luncheon and an ex- 
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ceptionally fine dinner were enjoyed 
at the Des Moines Country Club, 
for which Blair Quick and his com- 
mittee received a vote of thanks. 
After the business session in the 
afternoon, Harry Hussie, Fred Nes- 
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bit, Ralph Blanchard, Ed Cummings 
and others of the shinney devotees 
essayed a golf match, but owing to 
the number of lost balls, the score- 
keepers gave up the job, so we can- 
not give the names of the low scores. 


Dr. John P. Wagner Is on Deck Once More 
With a New Boiler Plate Furnace and Fan. 


With New Capital He Has Rehabilitated Once Prosperous 
Concern and Bids Fair to Make It Successful Again. 


HEN the announcement was 

made several months ago that 
Dr. John P. Wagner had become 
associated with the Furnace Fan 
Corporation, Dowagiac, Michigan, 
there were some who shook their 
heads and expressed regret that such 
a high class man should have taken 
over the seemingly impossible task 





Dr. John P. Wagner. 


of rehabilitating the affairs of that 
organization. 

It is a pleasure, therefore, to be 
able to state that not only has Dr. 
Wagner succeeded in establishing 
the confidence of his stockholders 
and creditors, but also in bringing 
the company to the point where ac- 
tual producing operations will be- 
gin about July 15th. 

On March 17th, the corporate 
name was changed back to its orig- 
inal name—The Dowagiac Manu- 
facturing Company — and ample 
financial backing has since been se- 
cured. 


The Dowagiac Manufacturing 
Company was organized as a co- 
partnership in 1865 and incorporat- 
ed in 1881. 
changed to the Dowagiac Drill Com- 


In 1911 its name was 


pany, the principal products being 
agricultural drills and seeders, on 
which a large domestic and foreign 
business had been established. Dur- 
ing the next ten years the business 
dwindled and the plant was sold to 
N. B. Wales and his associates in 
1922, the intention being to use it 
for manufacturing a type of fur- 
nace fan, and the name was again 
changed to the Furnace Fan Cor- 
poration. Mr. Wales was an inven- 
tor, but did not prove equal to the 
task of building up a business, and 
the company was in bad straits when 
Dr. Wagner was prevailed upon to 
take charge late in 1923. 

In a few weeks a high grade. 
wrought iron plate warm air fur- 
nace will be placed on the market, 
which Dr. Wagner says has a num- 
ber of new features, among which 
is a controlled humidity device. 

A new type of hydro-steam tur- 
bine furnace fan, much smaller in 
size than the one attempted by the 
old company, will also be produced, 
and as there is well established de- 
mand for the drills and seeders, 
their manufacture will be continued. 
In fact, an order for these has re- 
cently been completed for shipment 
to South America. 

The officers of the Dowagiac 
Manufacturing Company are: John 
P. Wagner, president and general 
manager. 

George M. Sherman, vice-presi- 
dent. 
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Mosher, secretary- 


Sidney P. 
treasurer. 

The board of directors 1s com- 

: = e 

posed of the officers with Fred H:? 


Baker and S. L. Loupee. 





Valuable Furnace Data 
Contained in Thomas and 
Armstrong New Catalog. 

Absolutely smoke and gas tight 
is the terse way in which the Thom- 
as and Armstrong Company, Lon- 
don, Ohio, describes its new guar- 
anteed furnace in a 734x1034-inch 
16-page illustrated catalog now off 
the press and ready for. distribu- 
tion. 

The illustration of the furnace 
and its several parts are exception- 
ally clear and so placed on the page 
as to make them look, constructed 
as they are from copper-bearing 
tire-box plate, as nearly life-like as 
it is possible on the printed page. 

\ thorough explanation of the 
superiority of steel over cast iron 
jor furnace construction is given, a 
complete diagram and explanation 
of the entire furnace construction. 

A table of sizes and capacities, 
including dimensions for 
both pipe and pipeless furnaces 
manufactured by the company is 
also contained in the catalog. 

The material is well arranged so 
as to permit the reader to get the 
meat in the shortest possible time, 
while the language is untechnical in 
every respect. 


casing 





Who Manufactures 
“DeHaven” Ventilator? 


To AMERICAN ARTISAN: 
Can you tell us who makes the 
“DeHaven” ventilator ? 
W. M. Finpiine & Sons. 





Enough, No More, No Less, Is 
Good Rule for Warm Air 


Furnace Piping. 

In the May issue of the “Gas 
Draft,” the interesting house organ 
of the Meyer Furnace Company, the 
following suggestion is made: 

“Never, under any circum- 
stances, pipe a furnace for more 
or less than its rated capacity. 

“Of course, a matter of 10 per 
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cent either way would not be consid- 
ered a very serious violation of good 
heating practice, but suppose a fur- 
nace has a rated capacity of 450 
square inches of pipe area and it is 
piped to 650 inches—this is simply 
a waste of material, but should 
either the warm air or cold air pipes 
total only 350 or 400 inches, then 
the furnace will generate more heat 
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units than the pipes can carry away. 

“It is best to balance your rated 
capacity, both warm air and cold 
air, as near evenly as possible, thus 
permitting the furnace to generate 
heat to the limit of its ability, if nec- 
essary, and the piping will furnish 
a free circulation and unhindered 
removal of the heat units gen- 
erated.” 


James Charles Allen Says That Furnace Will 
Not Carry Odors from Kitchen. 


He Claims That His Tests Show That Onion and Garlic 
Odors Are Not Noticeable at Cold Air Duct Near Furnace. 


- A recent report of the Warm 
Air Study Club of the Security 
Stove Manufacturing Company ref- 
erence was made to the possibility 
of the warm air pipes and cold air 
ducts acting as conductors of odors 
from the kitchen. 

We have received the following 
letter from James Charles Allen, 
the well known warm air heating 
engineer, who is associated with the 
International Heater Company, in 
which he maintains that “it cannot 
be done” : 

To AMERICAN ARTISAN: 

This is a reply to the inquiry of 
the Warm Air Study Club of the 
Security Stove and Manufacturing 
Company, Kansas City, Missouri, 
as to what becomes of the odors 
from the kitchen that pass through 
the furnace. 

In the case 
odors from the kitchen should pass 
through the furnace they would be 
diluted nine times their volume by 
the returns from the other nine 
rooms. In fact, they do not return 
through the furnace. 

But in the case I mentioned they 
go out through the gas stove hood 
and up one of the 8x8 flues in the 
chimney. 

If you will take the trouble to 
cook onions or garlic in the kitchen 
and get close to the ceiling the odor 
will be very strong, but if at the 
same time you should get your nose 
close to the floor, you will not be 
able to detect the strong odor that 
you do at the ceiling. 


mentioned—-if_ the 


As a turther test take a sterilized 
vacuum bottle, open the slide in the 
furnace and the bottom nearest the 
point where the cold air returning 
from the kitchen enters the casing, 
and open the valve, so that air from 
the kitchen return may enter the 
vacuum bottle and you will find the 
air perfectly sweet. 

I can only account for it in this 
way to boil anything it must be 212° 
or plus. The usual temperature air 
returns to the furnace is about 65° 
Fahrenheit at the boiling point or 
over the odors are very strong, 
while at 65° they are hardly notice- 
able. 

Make some tests and let the read- 
ers of AMERICAN ARTISAN hear 
your report as to results obtained. 

JAMES CHARLES ALLEN, 
Rockford, Illinois. 


Warm Air Heating, 
Too, Has Its Friends 


and Champions. 


Following the declamations in the 
Chicago Tribune against warm air 
heating by Dr. W. A. Evans, A 
comes back with this: 

A. writes: I ask the privilege of 
shooting a little more hot air at you, 
because I believe warm air heating 
in a dwelling is the” best possible 
system. It brings in out-of-door air 
through the cold air inlet directly to 
the heating chamber and thus brings 
fresh air into the house. In my 
own furnace I have a large water 
pan hung directly over the fire pot. 
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This is fed by a small water pipe, 
and the flow is controlled by a float 
valve, providing constant evapora- 
tion. Flowers and plants thrive in 
my house, whereas they curl up and 
die in houses having radiators 
where the same air is heated over 
and over again. 





Vernois Is New Name of Furnace 
Made by Mt. Vernon Furnace & 
Manufacturing Company. 

The Mt. Vernon Furnace & Man- 
ufacturing Company which has been 
making warm air furnaces for sev- 
eral years and selling them under the 
registered trade name of “Master,” 
has decided to change the brand to 
“Vernois,” a combination of Vernon 
and Illinois, in order to avoid con- 
fusion with another furnace made 
in the East. 

The Company states that while it 
has built up a great deal of good 
will for its product under the old 
name, it is felt that the new name 
will prevent substitution of lower 
grade furnaces for the high quality 
furnaces which are made in Mt. 
Vernon, Illinois. 





Her Indian Highness Is Making 
Sure That She Will Keep 
Warm Next Winter. 


Her Highness, wife of His High- 
ness, the ruler of Bhopal, India, is 
going to keep warm next winter, for 
she has installed in her palace an 
International One-pipe Heater, as 
will be seen from the following or- 
der sent to the London, England of- 
fice of the International Heater 
Company : ; 

THE DrrEcToR: 

International Onepipe Heater, Ltd., 
11 Victoria Street, 

London, S. W. 1. 

Dear Sir: 

I am in receipt of your letter No. 
D. B. J-Gem of the 4th inst., as well 
as your booklet for which I thank 
you. 

Her Highness was pleased to go 
through your booklet very carefully, 
and she has been pleased to order 
one Onepipe Heater, size 463, for 70 
pounds O. O. f. o. b. London. 








_ Please, therefore, send the heater 


carefully packed against damage 
during transit through one of your 
agents, if you have any in India, or 
through Messrs. Thomas Cook and 
Company, shipping agents, Bombay, 
India, whose branch is, I am sure, 
in London also. 


Will you please make your all 
documents and bills of lading, etc., 
in the name of H. H. Nawab Sultan 
Jehan Begam, G. C. S. L, G. C. I. 
E., G. B. E., C. L., Ruler of Bhopal, 
and forward them under a cover 
addressed to me officiaily and not 
in a person. 

Thanking you in anticipation of 
an early compliance, 

G. M. HENAFYE. 
Assistant Private Secy. to H. H. 

Ruler of Bhopal. 

Ahmedabad Palace, 
Bhopal, India, 
The 27th February, 1924. 

They must use some pretty good 
sized shipping tags in order to get 
all the titles on. Anyhow, the ship- 
ment got there in good shape, and 
next winter Her Highness will, no 
doubt, be telling her neighbors and 
other unfortunate ones who still 
cling to the open fire place how won- 
derfully efficient and pleasant the 
No. 463 International is. 





Reinke & Court Push 
Smokeless Furnace 


Through Local Paper. 


Many advertisers are of the orin- 
ion that an illustration in the ad 
should eclipse the headline and body 
reading matter. This viewpoint un- 
doubtedly is a mistake, although 
circumstances very often alter 
cases. 

In the accompanying advertise- 
ment reprinted from the Appleton, 
Wisconsin, Post, the advertiser 
wishes to bring out the fact that 
the furnace shown burns all gases 
and smoke. 

The ad undoubtedly covers one 
of those special cases and filled the 
requirements, but under ordinary 
circumstances it is fair to assume 
that much better results could have 
been obtained had the smokeless or 
economy feature of the furnace 
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been embodied in a snappy head- 
line. 

In view of the fact that so many 
of the gas and smoke-burning de- 
vices have proved fizzles, care must 
be exercised to see that those really 
having merit are not classed by the 
prospective buyer, a none to analy- 
tical public, with those having no 
value. 

You know the furnace will func. 
tion as the engineers designed it to 
function, but the public does not; 


























This Is The 
SUPER-- 


Smokeless 
The FURNACE That 


Guarantees Coal 


Reinke & Court Hardware 


omy 
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Furnace Advertisement Taken from 
Appleton, Wisconsin, Post. 


therefore, it is up to you to prove 
the merit of your article by means 
of educational advertising or actual 
demonstration, a combination of 
the two has been found to be excep- 
tionally effective in disseminating 
knowledge sufficient to make such 
demonstrations a success. A fac- 
tory representative can usually be 
secured to explain the fine points 
to the assembled audience prior to 
starting the demonstration. 





You hate to appear stingy, and 
yet you must find means of discour- 
aging clerks from helping them- 
selves to the little, unimportant 
things in stock. 
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Montana Sheet Metal Contractor Believes Copper Roof 
Should Be Extensively Championed. 


Says Rich Americans Must Still Let Europeans 
Teach Them How to Lay Copper Roofing. 


SHEET metal roofing contrac- 
A tor doing business in a Mon- 
tana city voices a protest through 
AMERICAN ARTISAN at the shame- 
less way in which the copper roofing 
business in America is gradually 
degenerating into disrepute. Con- 
tractors and architects, he says, are 
refusing to recommend these ma- 
terials as roofing because in their 
opinion they will not stand up. 

These refusals, our friend knows, 
are caused by poor installation on 
the part of the roofing contractor 
and not because of inferiority on 
the part of the material. 

He has many photographs of 
buildings in European countries up- 
on which copper roofs have been 
laid, some of them hundreds of 
years ago, which show no signs of 
wear. 

He blames the manufacturers, not 
personally, for their complacent at- 
titude and says that nothing would 
give him greater pleasure than to 
meet some of the leading manufac- 
turers and to conduct them right on 
some of the copper roof failures, in 
order to show them the mistakes 
that are being made in laying these 
roofs. 

He writes as follows: 

My subject is copper roofing, its 
use and abuse. 

Dr. Ernst Brauer, Government 
Building Master of Germany, uses 
the words of Professor Schulze, 
one of the foremost architects in 
Germany, who said: “Copper roof- 
ing has been for ages considered the 
most honored art of roof covering.” 

Those who have checked up on 
copper roofing find that the Euro- 
pean countries, namely, Germany, 
Austria, France, as. leaders, and sev- 
eral of the other countries, think 
highly of copper roofing by the way 
they have been using it. The cop- 
per roofs of which I have photos 
have been.on for-centuries. One of 


these is 160 years old; a number of 
them are over 200 years old, and 
one is over 300 years old, all doing 
good service. 

The Copper and Brass Research 
Association has done a great deal to 
bring copper roofing to the front, 
showing its very lasting qualities, 
with no expense for upkeep when 
properly put on, but we must do 
still more. 

I am taking the liberty of asking 
our sheet copper manufacturers to 
read the article on zinc roofs in 
AMERICAN ARTISAN for April 5th, 
1924, by D. F. Brannin, of the Min- 
eral Point Zinc Company, a subsid- 
iary of the New Jersey Zinc Com- 
pany. That gentleman has certainly 
made it clear why zinc and copper 
roofs are a success, and also why 
there are so many absolute failures. 

In the early 90’s the warm air 
furnace business was all shot to 
pieces ; those in that line of business 
were literally disgusted. 

The time came when the furnace 
manufacturers arrived at the con- 
clusion that they had to get busy 
and stand back of their business, as 
it was gradually passing over to the 
manufacturers of steam and hot 
water heaters. This they did. 

The result was that they are now 
selling their goods through the 
proper channels. I will take the lib- 
erty of saying that there is not a 
warm air furnace manufacturer of 
any standing who has not a number 
of competent salesman who not only 
have that knowledge of selling, but 
have a practical knowledge of instal- 
lation which insures against failure 
when it comes to making a warm 
air heating job a success. 

Today anyone wishing a first- 
class warm air heating job, when he 
selects a manufacturer of standing 
will get it. 

This is what the men in the cop- 
per roofing business must do to 


raise the standard of their product. 

In the last few years a number of 
copper roofs have been put on in 
this part of the state and from what 
I have seen of them they are like 
in years gone by, a failure. A year 
and a half ago while checking up a 
copper roof, I was greeted with 
this remark by the contractor: 
“Copper roofs will not stand up; 
every year or two they have to be 
repaired.” This contractor has had 
nothing but failures to his credit as 
a result of the cheap work he was 
doing. 

Would any of the heads of our 
large sheet copper manufacturers, if 
asked to select a first-class piece of 
broadcloth, take it to the cheapest 
tailor they could find to make up 
that suit of clothes? Would this 
be considered good judgment? 


From the standpoint of dollars 
and cents a good suit of clothes will 
cost approximately $100. A good 
copper roof will cost $500 or more. 
How very particular are all of us 
when it comes to getting a first-class 
suit of clothes, how particular about 
that fit, that workmanship. Now, 
how about that high-grade copper 
roof, which costs approximately 
five times as much as that suit of 
clothes ? 

The roof when properly put on 
will wear for centuries. Why will 
our copper manufacturers not stand 
up and protect their interests ? 

The writer heard a representative 
of one of our leading copper com- 
panies make this remark: “Our 
goods are 999/10 per cent pure. 
When the goods are sold we are 
through.” Off-handed this would 


appear all.right. Let me explain if 
such is the case or not. Again re- 
ferring to the article of D. F. Bran- 
nin, his remarks are well taken. 
When sheet metal has to be handled 
by the lumberman, the carpenter and 
jack of all trades, it is then high 
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time to demand a change. I[ will 
say that the conditions are just such 
in the sheet copper line in this vicin- 
ity. How in the name of justice can 
the honest contractor and the honest 
mechanic compete when he is forced 
to bid against skin ’em, soak ‘em, or 
beat ’em? He is only idling away 
his time. 

[ say hold every contractor re- 
sponsible and skin ’em, etc., are go- 
ing to stay out of the game. No 
one need ever think skin ’em is go- 
ing to beat himself. 

The time will then come 
the honest contractor and mechanic 
can talk quality and the innocent 
purchaser get value in return for 
every dollar invested and the manu- 
facturer get the business which he 
is entitled to. One large wholesale 
hardware jobbing house in this 
country has a registered trademark ; 
namely, “Quality remains long after 
price is forgotten.” I doubt very 
much if any one would be able to get 
at the actual price that the Euro- 
pean roofs cost in their time, be- 
cause they have been on for so many 
years. One thing is positive, how- 
ever, and that is that sheet copper 
was far more expensive than it is 
at the present time. That word 
quality after centuries still remains ; 
it cannot be blotted out. 

In a previous article written for 
AMERICAN ARTISAN the writer said: 
“Hold the contractor responsible if 
you want a good job. Does an hon- 
est mechanic have to be ashamed to 
stand back of his work?” 

Standard specification for sheet 
copper work published by the Cop- 
per and Brass Research Association 
calls for a two-year guarantee. Why 
not make this twenty years, with a 
good bond to back it? From past 
experience I will guarantee it will 
be the means of putting first-class 
roofing in the class that it belongs. 

The writer can point with pride 
to a copper roof put on in 1890. In 
1923 this roof was taken off and 
placed on another building, as the 
old building had outlived its useful- 
ness. This roof has been in use for 
thirty-three years and will stand 
thirty-three years and more without 
repair cost. 


when 











‘rom all information available the 
sheet copper the Europeans used in 
times gone by cost far more than 
our copper does at the present time. 
They have taken the lead centuries 
ago. We Americans, living in the 
richest country on the face of the 
globe, are certainly slow. Is it not 
time that we wake up? We have 
the mines, the smelting works and 
the rolling mills to finish the copper 
ready for the sheet metal contractor 
to use. Still the Europeans must 
show us how to put on a copper roof 
that will stay put on. Am I wrong 
when I say that we are cheap? 


Within the last twenty-five years 
so many of our large buildings are 
built of steel concrete and brick to 
last for years and years, and when 
it comes to the roof, well—let me 
explain. In 1923 in our city a 9- 
story building built, as already ex- 
plained, with the additions of a cop- 
per cornice the roof was covered 
with copper shingles, the deck or 
flat part where first-class roofing 
material should have been put on, 
was covered with a felt roofing. 
The writer took the liberty of call- 
ing the architect’s attention to that 
part of the roof specification before 
the building was started. His an- 
swer was this: “Show me a copper 
roof that will stand up when covered 
with snow and ice.” What have we 
to show him? Failures only. 

When our copper manufacturers 
want good roofs, these will be put 
on. 

In behalf of high-grade roofing 
material, let it be said that this can- 
not be purchased at the bargain 
counter. Neither can high-grade 
workmanship be had from price cut- 
ting job hunters. 





Fifth District Conference, Iowa 
Sheet Metal Contractors’ Associa- 
tion, to Be Held at Oskaloosa, 
Towa, June 25, 1924. 


The directors of the Iowa Sheet 
Metal Contractors’ Association have 
decided to have a conference in each 
of the six districts of the state dur- 
ing the coming years. They are lo- 
cated in the fifth district and the 
conference is to be held in Oska- 
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loosa on June 25th. This date has 
been decided on in place of June 
4th as announced in the Jowa Sheet, 
announced C. H. Graham, chairman 
fifth district. 

This policy was agreed upon to 
contractors to attend 
meetings more easily than when 
only one meeting has been held at 
some remote part of the state. The 
meeting on June 25th is the district's 
own meeting for the contractors Jo- 
cated in the South-central part of 


allow the 


lowa. 

President R. E. Pauley, of Mason 
City, and the new secretary, William 
Thompson, have promised to be 
present for the meeting. They will 
have some things to say which will 
be of interest to all. 

Lay aside your business cares for 
a day and get better acquainted with 
your fellow contractors. You will 
be able to go back home after the 
meeting and buckle down to work 
with increased vigor and so get the 
jump on the other fellow who stayed 
at home. 

A detailed program will appear 
a little later. Right now the officials 
want to know how many will at- 
tend. It’s going to be easy to tell 
them. Just fill out a post card and 
drop it in the mail. Then arrange 
your affairs so that you will spend 
the afternoon and evening of June 
25 at the district conference in Os- 
kaloosa. 





Robert H. Suettinger, Well Known 
Wisconsin Sheet Metal Man, 
Dies at Two Rivers. 

Just at the moment of going to 
press word comes to us that Robert 
H. Suettinger, a prominent sheet 
metal contractor at Two Rivers, 
Wisconsin, died at his home in that 
city on June 9th. He had been a 
subscriber to AMERICAN ARTISAN 
for nearly twenty years. 

Five sisters, Agnes, Anna, Clara, 
Emma and Estella, are left to mourn 
the loss of a loving brother. 

Burial was held at Two Rivers, 
Thursday, June 12th. 





Money talks, but it has very little 
conversation with the shiftless. 
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LaCrosse Branch of Milcor Makes “Same 
Day” Shipment Possible to Many Points. 


Sheet Metal Contractors Appreciate Improved 
Service Established by Manager Vyvyan. 


LTHOUGH only a_ few 
A months have elapsed since the 
beginning of operations at the 
northwest branch of the Milwaukee 
Corrugating Company, LaCrosse, 
Wisconsin, the organization of this 
branch has been so efficiently han- 
dled that perfect contact has been 
established between this new plant 
and the dealers of the northwestern 
territory. 

Iowa, Minnesota and Wisconsin 
dealers are frequently being sur- 
prised by what they have heretofore 


of good management. Part of the 
organization’ which had been at the 
main plant in Milwaukee for many 
years, was transferred to LaCrosse 
and this experienced organization 
knew just what was needed under 
the circumstances. Accustomed as 
they were to placing great impor- 
tance on speedy handling of orders, 
their system for quick service, 
which had been so long in vogue 
in Milwaukee, was applied with im- 
mediate results at LaCrosse. 


The buildings and grounds occu- 
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Corrugating Company. Ordering 
by mail, phone or wire, dealers in 
the northwest are finding that serv- 
ice never before equalled is now 
available from the Milcor LaCrosse 
branch. 

Partly as a result of this success- 
ful operation at LaCrosse, the busi- 
ness of the company has forged 
ahead very satisfactorily this year 
and service to all other sections of 
the country has also been improved. 


Milwaukee Sheet Metal 
Contractors Hold Monthly 
Meeting, June 4. 

Sixteen members of the Master 
Sheet Metal Contractors’ Associa- 
tion of Milwaukee, Wisconsin, at 
the June 4th meeting of the associa- 


a 





Branch Office and Warehouse of Milwaukee Corrugating Company at LaCrosse, Wisconsin. 


considered impossible speed in deliv- 
eries. Orders mailed in the morning, 
direct to LaCrosse branch, arrive 
early enough in the afternoon of the 
same day, usually, to permit ship- 
ment to leave that same day. While 
this is not possible in the entire ter- 
ritory served by the LaCrosse 
branch, it is true of a large propor- 
tion of the Milcor LaCrosse busi- 
ness. There has been practically 
no instance where any order for 
regular stock items has not been 
shipped within at least 24 hours of 
the time the dealer mailed the order. 

To develop such service in the 
short span of a few months and to 
maintain it steadily during an unex- 
pected brisk demand in that terri- 
tory, has been a noteworthy piece 


pied by the Milcor LaCrosse branch 
were purchased early this year from 
the Gund Brewery Company. Lo- 
cated as it is on the main line rail- 
way, incoming and outgoing freight 
is handled easily, without loss of 
time or effort. In addition to these 
ideal service facilities, a new Ster- 
ling 3-ton motor truck also aids the 
speed-work considerably. 

Frank Vyvyan, manager of the 
branch, has arranged the spacious 
grounds surrounding the big build- 
ings in a very pleasing manner. A 
huge flower bed, which spells the 
trade name Milcor, is attracting 
much comment from everyone who 
sees it. 

Stocks are complete in every line 
manufactured by the Milwaukee 


tion when John Bogenberger, dele- 
gate to the employers’ council, made 
his report. 

President John Millen presided, 
when it was voted not to enter the 
association membership to the build- 
ers’ Congress. 

Secretary T. E. Tonnsen was in- 
structed to answer the communica- 
tions from sub-contractor associa- 
tions. 

Following the report of the treas- 
urer, William Galleen, a general dis- 
cussion occupied the remaining time 
of the session. 





One way to cut down the returned 
goods cost and loss is to see that 
no goods are overrated by the clerk 
making the sale. 
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Making Patterns for Large Piping Systems Should Be 
Done to One-Half Scale on Drawing Board. 


The Metal Used for This Should Be 16-Gauge or Heavier, 
In Order to Have Sufficient Body to Support Itself. 


Written Especially. for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


# large ventilating, factory heat- 
ing and other piping systems, 
some fittings must be made of cum- 
bersome sizes. These can be laid 
out to a certain scale. For example, 
the “Y” branch as we show in this 
drawing, whose smaller bases are 
four feet in diameter and whose 
lower base is almost six feet, while 
its height is over eight feet, is evi- 
dent that such a fitting would re- 
quire a considerable size on the 
drawing board or floor space. This 
elevation can, therefore, be drawn 
to one-half size or if that would still 
be too large, to a scale of say three 
inches to the foot. By this means 
the full size pattern can be easily 
duplicated; it is also evident that 
large work of this kind would be 
made of about number 16-gauge iron 
or heavier, otherwise it would not 
have sufficient body to support itself, 
and it must, therefore, be cut suf- 
ficiently accurate for convenience in 
assembling. 


So we first draw the elevation to . 


half size in this case, drawing the 
center line 7’-8 to a 60 degree an- 


gle, measuring the height vertically 
to meet the center of base as eight 
feet three inches. Then we draw 
the base lines and describe sections 
“A” and “C” and divide in any 
number of equal spaces as shown. 
In this case, we enlarge the throat 
by sweeping the radius 7’-7 as to a, 
which makes line a-7’ at right an- 
gles to 7’-8: which makes this inside 
half of elevation a true taper. The 
outside half must be spread on the 
bottom because of the line 1-7’ be- 
ing developed to the section “B.” 
After this we draw the true 
lengths in diagram placing the ele- 
vation lines on the vertical line as 
2-3; 3-4; 4-5, etc. These give us 
the altitudinal lines in the diagram. 
Then to get the off-set of the flare, 
we subtract these half sectional lines 
at “A” from the section “B” and 
“D,” and place these distances so 
that the solid lines are at the left of 
diagram, and the dotted lines are at 
the right, as 2-4-6-8, etc., also 3’-5’- 
7’, etc. Now, since we have our 
elevation drawn to one-half full size, 
we, therefore, must double over 
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Working Drawing of “Y” Branch Pattern. 








these true lengths on a line M-N in 
order to make their lengths twice as 
long as we have just developed. An- 
other thing is to take the girths of 
section “A,” “B” and “D” and 
lengthen them to equal twice their 
diameter. This can be done by cal- 
culation and measured off on the 
line M-N, placing the proper divi- 
sions as shown. The calculation is 
used to check up the graphical 
method which is for instance, taking 
the arc 2-4 from “A” and doubling 
it over on line M-N. In figuring the 
circumference we take twice the di- 
ameter of 2-14 and multiply it by 
3.1416 and then divide by 12. This 
last figure should correspond with 
the line in M-N and if so, we use 
that for the girth space in the small 
end of pattern. We do the same 
thing with “B,” while with “D” 
we use the graphical method of sim- 
ply doubling over those spaces which 
ordinarily is sufficiently accurate for 
all practical purposes. 


So first draw a line as 1-2 equal 
to twice the length of 1-2 of eleva- 
tion. Then describe the arc 4 from 
point 2 in the pattern, also the arc 
3 from point 1. Observe these dis- 
tances must be twice the length of 
those arcs in “A” and “B.” Where 
a scale of say three inches to the 
foot is used, these distances must be 
marked off on the scale and then 
those lengths worked out to full 
size, which makes it a little more 
complicated than by just having to 
double the various lines over. Next 
pick the true length 2’-3’ and plac- 
ing it on the line M-N we double it 
over and take the new length and 
using point 2 as center, we cross 
arcs in point 3. Next pick the true 
length 3-4, and using the new point 
3 in pattern, cross arcs in point 4. 
After this, strike the arcs 5 and 6 
in pattern, equal to the measure- 
ments of 1-3 and 2-4 in pattern. 
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Then cross these lines with the true 
lengths 4’-5’ and 5-6. Continue in 
this way until points 13 and 14 are 
established, after which trace lines 
through all points and the pattern 
is finished. 

Care should be observed that no 
abrupt hills or hollows appear in 
the development, unless it is at point 
7 in pattern. Where abrupt moun- 
tains or valleys are produced, that 
shows some oversight was produced 
and the pattern is not accurately set 
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out; but where all points are ac- 
curately established with their 
proper true lengths, graceful, uni- 
form curves can be sketched in as 
we show in our pattern. Hills and 
valleys in a pattern always indicate 
an error has been made somewhere. 
Edges for riveting must be allowed 
extra. On such large work the pat- 
tern would ordinarily be layed off 
on paper and as much as becomes a 
sheet would be marked off at a time 
so as to make assembling better. 


Standard Sheet Metal School Shop and Equip- 
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pany, Southington, Connecticut, we 
are indebted for the school class 
room sheet metal layout shown. 
This arrangement of the shop has 
many excellent features that can 
be used with profit by sheet metal 
men in rearranging their shops. 
The fellowing list of tools is given 
as a complete standard sheet meta! 
equipment for school shops, but it 
will afford the sheet metal contrac- 
tor an opportunity to check his own 
equipment and thereby learn the 
rating that would be given his shop: 


Standard Shop List—Machine 
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Layout of School Class Room Sheet Metal Shop. 
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620 1 Beading Machine, less 
standard. 

585A *] Crimping and Beading Ma- 
chine, less standard. 

975 *3 Machine Standards. 

969 1 Revolving Machine Stand- 
ard. 

644A *1 Double Seaming Machine. 

700 *1 Gutter Reading Machine. 

382A 1 Slip Roll Forming Machine. 


518A 1 Grooving Machine. 
1000 1 Cornice Brake (Optional). 


Standard Shop List—Stake Division. 
962 *1 Mandrel Stake. 


910 1 Hollow Mandrel Stake. 

965 1 Round Head Stake. 

921 1 Double Seaming Stake. 

932 1 Bevel Edge Square Stake. 

935 *1 Coppersmiths’ Square Stake. 

936 1 Square Stake. 

943 1 Hatchet Stake. 

904 *1 Beakhorn Stake. 

925 1 Blowhorn Stake. 

927. 1 Creasing Stake with Horn. 
1 


949 Double Seaming Stake with four 


heads. 


956 1 Candle Mould Stake. 
957 *1 Needle Case Stake. 
971 1 Conductor Stake. 
953 1 Bottom Stake. 


982 Bench Plates to hold Stakes. 


Standard Individual Bench List— 
Hand Tools. 
9 1 pr. Snips, Straight 
C9 1 pr. Snips, Circular Blade. 
a 4 Riveting Hammer. 
so 7 Setting Hammer. 
+ ] Raising Hammer. 
4 1 Grooving Tool. ~ 
> 3 Improved Cutting Nipper. 
Ol 1 Scratch Awl. 
1 set Hollow Punch Forged %, 
%, 1 inch. 
1 set Solid Punches. 
100 1 Cold Chisel, 5¢-inch. 
46 1 set Rivet Sets No. 0-2-5 
3 | Mallet. 
165 1 Divider, 8-inch. 
20 1 Flat Nose Plier, 6-inch. 
3 ib. 1 pr. Soldering Coppers, 1% Ibs. 
each. 
3] 2 Soldering Copper Handles, 
one for each copper. 
12 1 Plumber’s or Soldering 
Scraper. 
794 1 Gas Furnace. 
Standard Shop List—Miscellaneous 
Tools. 
31 1 Elbow Bench Shears. 
2 1 Double Cutting Shears. 
107 3 Circumference Rules. 
3 1 Screw Driver, 6-inch. 
| 1 Wire Gauge. 
14 3 Steel Squares. 
40 3 Side Cutting Pliers, 6-inch. 
25 3 Round Nose Pliers, 6-inch. 
25 1 Monkey Wrench, 10-inch. 
791 3 Handy Seamers. 


The shop shown in the illustra- 
tion is 30x32 feet. 

The number of soldering 
naces, of course, would not be as 
large’ in a sheet metal shop as are 
shown on the plan of this class room 


tur- 


arrangement. 





Have you a complete and an ac- 
curate system for the handling of 
all the money paid in? Don’t allow 
carelessness in that direction. 
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Dreis & Krump Manufacturing Company Will 
Celebrate Twenty-Fifth Anniversary 
This Month. 


Have Grown from 25x50 Foot Factory to Plant 
100x260 Feet—To Be Occupied June /6th. 


WENTY-FIVE years’ ago, 

what is now the Dreis & Krump 
Manufacturing Company, Chicago, 
started in business in a factory 25x 
50 feet. There is just now being 
completed a new plant for this com- 
pany, with a factory building 100x 
260 feet, which it expects to occupy 
on June 16th. 

The new plant is located at Seven- 
ty-fourth to Seventy-fifth Streets 
and Loomis to Bishop Streets. A 
switch track of the Belt Railway of 


‘ 


ls 
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will be used for offices and the first 
floor for a garage. 

The business was founded in 1899 
by Herman C. Dreis and N. Krump. 

The first brakes were built of 
wood, but part by part was grad- 
ually supplanted by steel until the 
entire machine, as at present, was 
built of steel, and from its modest 
beginning the company is now rec- 
ognized as the world’s largest mak- 
ers of bending brakes. 


The Company is now actively 











New Plant of Dreis & Krump Manufacturing Company, Seventy-fifth and 
Loomis Streets, Chicago. 


Chicago enters the main building 
which is laid out in three bays. The 
center bay is 34 feet wide and 24 
feet high, and is equipped with two 
10-ton cranes. The two side bays 
are 33 feet wide and two stories 
high. 

The main floor is to be devoted to 
material storage and to the manu- 
facturing of hand and power brakes. 
The second floor on the east side 
will house the machine shop and the 
overhead track department. The 
second floor on the west side will be 
devoted to the manufacturing of the 
Acme eye shields for emery wheels, 
a newly patented device which will 
be described in detail in a near issue. 
A two-story addition to the build- 
ing will be located in the northeast 
corner, the second floor of which 





managed by W. H. Dreis, Secretary, 
assisted by Thomas J. Kelleher as 
Office Manager. H. Krump is Su- 
perintendent of the cornice brake 
department and M. Krump, Super- 
intendent of the power brake de- 
partment. 

The Company, as in the past, is- 
sues a standing invitation to all sheet 
metal workers and others interested 
in brakes or overhead carrying de- 
vices to visit its plant whenever in 
Chicago. 

Frye Sees Tank 

Man in Quandary 

and Growing Weaker. 
Harry Frye, “the heartless,” 1s 


still watching the man he let down 
between three tanks with a 30-foot 
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string and a pocket rule. ‘The man 
is struggling heroically in an effort 
to extricate himself by finding the 
respective diameters of the three 
tanks. 

Here’s the latest from the inquisi- 
tor: 
SPECIAL TO AMERICAN ARTISAN : 

Scott’s man is ina quandary. He 
has apparently approximated a di- 
ameter, but is unable to determine 
whether his diameter is for the larg- 
est or the smallest tank. He is 
gradually growing weaker, but yet 
has time to figure himself out of this 
dilemma. 

Harry FRyE. 

Tullahoma, Tennessee. . 


Later advices from William Scott, 
Juniata, Pennsylvania, show that 
he realizes his error. He writes as 
follows : 

To AMERICAN ARTISAN : 

| hasten to state that my solution 
to the Frye problem would hold 
good only if the tanks are of equal 
diameters. 

I had not noticed at first that the 
diameters of the tanks are unequal. 

WILLIAM Scort. 
Juniata, Pennsylvania. 





Our Altitude on Personal Liability 
for Preventable Fires, Is Wrong. 


Not until the American people de- 
velop a fire conscience which brands 
the citizen who has a preventable 
fre as undesirable and a public ene- 
my will there come into play the 
most effective weapon against 
America’s great fire waste. A care- 
less act causes a fire. This fire re- 
sults in expenditure of public funds 
to extinguish it, in destruction of 
taxable wealth, in throwing hun- 
dreds of fellow citizens out of em- 
ployment into serious distress and 
even poverty, in the disruption of 
work in fifty other plants depend- 
ent for continuous production on 
the output of that destroyed, in the 
wrecking of a piece of fire appara- 
tus, in the death of three employes 
and two firemen; the fire spreads 
and makes a thousand families 
homeless, turning to ashes every 
familiar object that entitles their 


houses to be called homes. A man 
was responsible for that careless act. 
Is his act subject to public con- 
demnation, editorial comment and 
legal enquiry? Is he arrested? Do 
his neighbors show any resentment ? 
You know the answer. He will be 
greeted with the remark, “Too bad, 
Jim; were you fully covered by in- 
surance? * * * Well, that’s fine!’ 


It Is the Policyholder 
and the People Who 
Pay the Fire Loss. 


l‘ires are easier to prevent than to 
extinguish. Be careful. Precaution 
in looking after your premises may 
be the means of saving lives as well 
as valuable property. See that your 
chimneys and stovepipes are in good 
condition and keep the cracks in 
your chimney’ well cemented. 
Guard against the accumulation of 
old ‘dry leaves and rubbish in fence 
corners and buildings. “An ounce 
of prevention is worth a pound of 
cure” in averting fire loss. Safe- 
guard your premises against fire, 
for the great majority of fires are 
avoidable and purely the result of 
carelessness. Remember it is the 
people and the policyholders who 
pay the loss. 


Architectural Board of Michigan 
Sheet Metal Men Lay Basis for 
Co-operation with Architects. 


The regular monthly meeting of 
the Architectural Board of the 
Michigan Sheet Metal and Roofing 
Contractors’ Association was held 
in Lansing, Wednesday, June 4th, 
at Hotel Kerns. 

The committee, consisting of Lon 
Shouldice, of Shouldice Brothers, 
Battle Creek, chairman; Chris 
Young of Howie Company, Detroit ; 
Louis Oehring, of Robert Hutton 
Company, Detroit; A. B. Lewless, 
of Bruno Martin Company, Sagi- 
naw; J. A. Vander Weals, of Glen- 
don A. Richard Company, Grand 
Rapids; H. F. Cox, of H. F. Cox 
Company, Grand Rapids; D. M. 
Marshall, secretary of the Detroit 
association ; F. B. Harrington, Lan- 
sing, and F. E. Ederle, president and 
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secretary, respectively, of the state 
association, was assisted by the fol- 
lowing members: H. F. Brundage, 
Kalamazoo; A. S. Albright, Flint, 
and M. L. Jones, Battle Creek. 

Suggested specifications and con- 
struction methods for tin roofing, 
skylights, box gutters, copper roof- 
ing and cornices were thoroughly 
discussed but no definite action 
taken, this being left for further 
consideration. 

At the next meeting, which will 
be held on the first Wednesday in 
July, proper specifications will be 
adopted, which, in turn, will be sub- 
mitted to all local associations for 
suggestions. It is felt that by doing 
this a very broad and comprehen- 
sive study will be made by the mem- 
bership at large which will accrue 
to the benefit of the entire sheet 
metal industry of Michigan. 

As soon as these specifications are 
adopted by the state and local asso- 
ciations, they will be printed and 


‘bound and a copy placed in every ar- 


chitect’s office. Loose leaf binders 
will be used so that changes may 
be made at any time. 


Kutscheid Manufacturing 
Company Doubles Capacity 
and Incorporates for $50,000. 


The Kutscheid Manufacturing 
Company, successors to Ewert & 
Kutscheid, makers of Peerless slit- 
ting shears and other heavy machine 
tools for sheet metal shops, has 
been incorporated for $50,000, all 
paid up. 

John J. Kutscheid is president 
and treasurer; Joseph Kutscheid is 
vice-president, and B. G. Kutscheid 
is secretary. 

The plant, which is located at 921 
West 49th Place, Chicago, has re- 
cently been increased to twice its 
former capacity, and now occupies 
a building 50x100 feet. 

It is interesting to note in this 
connection that one of the largest 
steel jobbers in the country installed 
one of their 10-foot 3-16-inch slit- 
ting shears to take the place of a 
machine for cutting strip steel, 
which they had built at great ex- 
pense, but which proved an abso- 
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lute failure, and that the Kutscheid 
shear has given complete satisfac- 
tion. 





Allinwon Rotary Machine 
Will Prove Profitable in 
Many Sheet Metal Shops. 


Many sheet metal shops are 
taking advantage of manufactured 
sheet metal products that the mar- 
ket offers and consequently in- 
dividual machines for 
separate operations in not 
a few shops are inactive. 
In these shops floor space 
is usually also limited 
and bench room is not 
provided for having sev- 
eral machines set up. As 
this type of shop is be- 
coming more common 
the demand for a combi- 
nation machine is grow- 
ing. Alive to these chang- 
ing conditions the Peck, 
Stow & Wilcox Company 
are offering a new com- 
bination machine to suit 
a new need—under the 
name of the Allinwon Rotary Ma- 
chine. 

The name given this machine is 
derived from the fact that it is self 
contained, compact in construction 
and five operations can be effected 
with the use of this one machine by 
changing rolls requiring a few sec- 
onds of time. The rolls are counter- 
sunk and a screw nut is used for 
holding the rolls to their arbors leav- 
ing the face of_the rolls flush with 
the ends of their arbors, a good fea- 
ture when necessary to work in close 
to a flange or shoulder in sheet metal 
work, eliminating the usual obstruc- 
tion when rolls are fastened to their 
arbors and held by nuts. It will be 
seen from the illustration that the 
machine is arranged for reverse and 
forward drive. This is important 
for when depending upon rolls as 


used of different designs they do not 


always run in the same direction. 
The machine is put out complete 
with offset bench standard and five 
pairs of rolls; viz, crimping, bead- 
ing, burring, turning and wiring. 
One gauge is furnished as suitable 





for the burring, turning and wiring 
rolls and an additional gauge is pro- 
vided for the crimping and the bead- 
ing rolls. Depending upon the type 
of rolls used, both gauges are so 
designed that the work can be 
gauged from behind or from the 
front of the rolls. The gauge is se- 
curely riveted to two steel rods 
which rods slide through the frame 
and when set are held by thumb 


screws. This makes for an accur- 





Pexto Allinwon Rotary Machine. 


ate and very secure gauge. 

Sufficient throat is allowed, not- 
ing that the depth of throat is 6% 
inches. Using the crimping and 
beading rolls the machine’s capacity 
is 26-gauge iron and lighter. It will 
operate satisfactorily on 24-gauge 
iron and lighter when using the 
turning, wiring and burring rolls. 

The Peck, Stow & Wilcox Com- 
pany, Southington, Connecticut, will 
send to anyone for the asking an il- 
lustrated pamphlet and any further 
information required on this new 
Pexto innovation. 





Duluth Sheet Metal Men 
Will Meet Every Other 
Thursday Evening. 

From our good -friend, E. I. 
Dodd, we are in receipt of a letter 
stating that the sheet metal contrac- 
tors of Duluth, Minnesota, held a 
Goodfellowship Dinner at 6 p. m. 
Thursday evening, June 5th, which 
was attended by a goodly number 
and which a friendly spirit was so 
evident that it was decided to make 
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a regular custom of the dinner, 
which will be held every other 
Thursday evening at the Duluth 
Chamber of Commerce. 

Mr. Dodd states that it will not 
be long before Duluth will have a 
live association of sheet metal con. 
tractors. 





E. 0. George Discovers Method 
Whereby the Tank Prisoner 
CanRelease Himself. 


In answer to the tank problem 
of Harry Frye, E. O. George, of 
Richmond, Indiana, has worked out 
a solution that will assist the young 
man in getting out of his present 
dilemma. 

His solution runs as follows: 
To AMERICAN ARTISAN: 

In working out this solution, place 
the rule in the position of the tan- 
gent at which the arrow points in 
the illustration. 

Then measure C E or A F, as 
they can be measured equally well to 
a certain degree of accuracy, and 
— height of chord B D. 





The formula by which the prob- 
lem is worked out is as follows: 
AC=y 6’ + 18? = 19 (—) 
(%4 CA)’ + BD 








Then O D = = 
2xBD 
9.5* + .11? 
—— = 3.25” nearly. 
2x.1l 


Then the diameter of the circle 
being measured will be 6.5 inches 
nearly. 

The solution is applied to each 
tank so as to derive their respective 
diameters. 

E. O. GEorGE. 
Richmond, Indiana. 

































June 14, 1924. 


Finding Circle Diameters 
By Means of a Square. 


William Scott of Juniata, Penn- 
sylvania, asked how to find the di- 
ameters of several pipes by means 
of a square. 

Harry Frye believes he has the so- 
lution. He writes as follows: 

To AMERICAN ARTISAN: 

I herewith show a simple solution 
of Mr. Scott’s pipe problem solved 
with the help of the steel square. 
The distance from 1 to 1 on the in- 
side corner of the steel square = 
2. Mark this distance on the in- 
side of one blade of the square and 
draw a fine chalk line across the 
blades as AB: Parallel this line AB 
with CD, the diameter of the given 
large pipe. Then CO on one blade 
is the smallest diameter ; OD on the 


YP a 4 


qo 





g AC 
‘3 


other blade is the diameter of the 
pipe with twice the area of the 
smaller. 

CO x, OD = xvy2, CD = 
V3, then x° + 2x* = 3x’, this be- 
ing a case of proportional triangles. 

Respectfully, 
Harry Frye. 





Additional Manufacturing Facil- 
ities Are Planned for Cicero- 
Chicago Corrugating Company. 

The Cicero-Chicago Corrugating 
Company, 1542 South Fifty-first 
Avenue, Cicero, Illinois, has pur- 
chased a site 123x275 feet on Fifty- 
second Avenue and Fifteenth Street, 
Cicero, where it plans expansion. 





Why Does This Torch or 
Furnace Fail to Work 
Satisfactorily? 

Will someone among our. sub- 
scribers please give Mr. Settles a 





remedy for the troubles described 
by him in the following letter : 
To AMERICAN ARTISAN: 

I am submitting herewith a draw- 
ing of a coal oil or fuel oil torch 
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Plan of Brazing Burner. 
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and furnace that I have built for 
heating babbitt and for brazing, but 
it fails to work satisfactorily. 

I can get both burners generated 
and they will work excellently for 
a few minutes, then the fuel seems 
to leave and nothing but air comes 
out. What is wrong and how can 
it be fixed? 

C. O. SETTLES. 





We sometimes speak of winning a 
reputation as though that were the 
final goal. The truth is contrary to 
this. Reputation is a reward, to be 
sure, but it is really the beginning, 
not the end of endeavor. It should 
not be the signal for a let-down, but 
rather a reminder that the standards 
which won recognition can never 
again be lowered. From him who 
gives much, much is forever after 


expected. 








| Notes and Queries 














Oil Burners. 
From Frank Schwoebel, 113 State Street, 
West, Savannah, Georgia. 


Who makes oil burners for fur- 


naces ? 
Ans. — Williams Ojil-O-Matic, 
Bloomington, Illinois; Wade-Hill 


Company, 
Louis, Missouri; 


2030 Pine Street, St. 
Nokol Company, 


215 North Michigan Avenue ; Wins- 


low Boiler and Engineering Com- 
pany, 175 North Michigan Avenue; 
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Automatic Burner Corporation, 312 
North May Street; Gill Manufac- 
turning Company, 8300 South Chi- 
cago Avenue; all of Chicago, Illi- 
nois. 

“Out-of-Wall” Registers. 


From Roy L. Dickey, 110 East Penn 
Street, Butler, Pennsylvania. 


Can you tell me who makes the 
out-of-wall registers and boxes? 

Ans.—Rock Island Register Com- 
pany, Rock Island, Illinois. 


Improved Notcher and Bender. 


From Pittsburg Cornice Works, Pitts- 
burg, Kansas. 


Kindly send me the price on the 
Improved Notcher and: Bender for 
angle iron, described in the May 3rd 
issue on page 25 

Ans.—Refer to the manufactur- 
ers, Whitney Metal Tool Company, 
Rockford, Illinois. 


Repairs for No. 45 “Monroe” Furnace. 


From Madison Gilt Edge Company, 107 
North Fairchild Street, Madison, Wis- 
consin. 


Where can we purchase a fire pot 
for a No. 45 “Monroe” tubular fur- 
nace ? 

Ans.—Northwestern Stove Re- 
pair Company, 654 West Roosevelt 
Road, Chicago, Illinois, 

Address of National Smelting and Re- 
fining Company. 


From J. Albert Murphy, Flat River, 
Missouri. 


Where is the National Smelting 
and Refining Company located ? 

Ans.—92 John Street, New York 
City. 

“Champion” Hot Water Boiler. 


From The Banner-Mahoning Furnace 
Company, Youngstown, Ohio. 


Please advise us who manufac- 
tures the “Champion” hot water 
boiler. 

Ans.—Melbye Brothers Company, 
1208 Webster Avenue, Chicago, IIli- 
nois. 


Plumber’s License in Illinois. 


From H. Sletten, Box 256, Moorhead, 
Minnesota. 


To whom must I apply for an 
Illinois state plumbers’ license ? 

Ans.—Secretary of State, Spring- 
field, Illinois. 


Wire Cloth. 


From E. A. De Waters, 1127 Twelfth 
Street, Aurora, Nebraska. 


Where can I get a piece of hard- 


ware cloth 46x54 inches, 11 mesh, 


24 gauge, black wire? 
Ans. Fred J. Meyers Manufac- 
turing Company, Hamilton, Ohio. 
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Pettee’s Window Display Contribution to Oklahoma 


City’s Recent Fashion Show. 


P. A. Sublett, Jr., Believes in Creating Word - of - Mouth 
Advertising Favorable to the Store, and Here’s How He Did It. 


aii wes ACCOMPANYING il- 
lustrated display window is 
an example of the artistic, attention- 
getting and easy-to-look-at type of 
display, rather than one of pure 
merchandising power. However, | 
believe, there is a certain amount of 
selling ability in a window of this 
nature, in view of the fact that re- 
sults are cumulative rather than im- 
mediate—lasting rather than tem- 


porary. It will be ‘talked about’ 





all-gold china, that on the left-hand 
of gold-incrusted crystal. 

“Background was a silk curtain, 
tied and dyed in five shades of blue, 
yellow and orange. The scalloped 
fringe of orange chenille hung 
against a strip of bjack velour. 
Pilasters were covered in black vel- 
our plush, embossed gold plush and 
embossed yellow plush. 

“The vase stands were decorated 
in gold and polychrome and rested 





chord was finished with dark orange 
chenille tassels. 

“Fixtures were all rubbed-finish 
gum with hand carved tassel design 
stems in polychrome. 

“Floor mats and table covers of 
black velour with gold fringes and 
tassels. 

“The floors were of highly pol- 
ished hardwood. 

“Entire window was framed in 
dull finish black picture moulding, 


This Window Display Created Word-of-Mouth Advertising for Pettee’s Store at Oklahoma City, Oklahoma, Effecting Cu- 


long after a selling window has been 
entirely forgotten. And we all know 
that word-of-mouth is best of all 
advertising if, of course, the re- 
marks are favorable,’ says P. A. 
Sublett, Jr., advertising manager of 
Pettee’s, Oklahoma City, Oklahoma. 
“The window concerned was this 
store’s offering in this city’s annual 
fashion show, fall season, 1923. 
“The merchandise in the right- 
hand section consisted of items in 


mulative Results. 


on half-circle bases 6 inches high 
and covered with black velour. The 
grape sprays were made up of gold 
silk covered stems with gold leaves 
on which were imposed polychrome 
velvet leaf cut-outs. Grapes were 
highly colored gold and_ poly- 
chrome. 

“The basket plaque in center gas 
covered with gold silk containing 
velvet and gold flowers and silk 
leaves in pink and gold. The gold 





“The description may impress one 
as a riot of color, but the window 
actually presented a pleasing, har- 
monious blending of colors which 
served to carry out an atmosphere 
of dignity, exclusiveness and fine 
quality in the merchandise itself. 

“The method of arrangement fol- 
lows the plan of setting closely- 
grouped units in abundant open 
space. 

“T am inclined to this display idea 
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t gives the eye a compara- 


because 1 ' : 
y small focus with ample rehet 


when moving from one unit or 


tivel 


group to another. 


Here’s a Letter That 
Brought in the 

Tire Business. 

There are few hardware men to- 
day who have not established an 
automobile accessories department, 
stocking parts for small cars and 
selling at least one make of tire and 
inner tubes. 

There are thousands of cars in 
operation and requiring attention 
more or less all the year round, but 
in spite of the large number of cars, 
competition is, nevertheless, very 
keen in this line, and those who do 
stock automobile accessories are al- 
ways on the lookout for new ideas 
to get business. 

The letter given below was used 
by an Ohio hardware merchant with 
wonderful results in stimulating the 
sale of auto tires. It was mailed to 
a select list of prospective purchas- 
ers—auto owners to whom the deal- 
er was not only willing to extend 
the credit feature of this offer, but 
the list included a large number of 
owners who had never patronized 
his accessory department. The of- 
fer brought him new trade. 

The letter follows: 

“Dear Sir: 

“T am willing to bet my right eye 
—and, say, she’s a dandy, too— 
that you have never had a more lib- 
eral proposition than the one which 
I am going to offer you. And, by 
the way, this is merely representa- 
tive of the kind of service I wish 
to render my customers. 

“This offer is not open to the 
general public. I am extending it 
to a select list of auto owners and 
is only open for your acceptance 
for a very limited time. 

“Summer is approaching, and 
changing tires in summer’s heat is a 
mighty disagreeable task, to say the 
least. For summer driving you 
want your tires in good condition 
for any kind of a trip you may wish 
to make. You don’t want to be 


annoyed with down-tires, blowouts, 
etc. 
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“Now is the time to make prep- 
arations for summer driving, and 
in order that you may motor this 
summer without unnecessary tire 
troubles and without any immediate 
outlay of cash for tires, I am going 
to extend to you this special of- 
fer: 

“T will accept your order for one 
or more —-—-— cord tires, for im- 
mediate or later delivery, and give 
you September billing on them; in 
other words, equip your car now 
with new tires and eliminate all un- 
necessary tire trouble for the sum- 
mer and pay for them September 
Ist. All indications point to an 
early advance in tire prices, but 
tires purchased on this offer will be 
charged at present prices. I will go 
a step further and guarantee: the 
price, and, should there be any de- 
cline in tire prices before Septem- 
ber Ist, such decline will be imme- 
diately deducted from your ac- 
count. Could any proposition be 
more fair and liberal ? 

“Just a word about --——— cord 
tires. Man, here is a tire built for 
hard usage. There are a lot of other 
tires I could sell that would give 
me a greater profit, but there is 
none that would give you better 
service nor a lower mileage cost. 
———— tires are tires of sterling 
quality; a tough, wear-resisting 
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tread, heavy sidewalls and a car- 
cass that will stand up under the 
severest kind of rough driving. A 
tire liberally guaranteed by its man- 
ufacturers and one which I stand 
back of unreservedly. 

“Make it snappy if you wish to 
avail yourself of this liberal offer. 
Use the enclosed postal card and 
let me have your order for one or 
more of these tires.”’ 





Texas Hardware Association 
Holding District Conventions. 


The Texas Hardware and Imple- 
ment Association has arranged to 
hold a meeting in each one of the 
ten districts into which the state has 
been divided. 

It is the intention of the secre- 
tary and one other official to attend 
each of these meetings. 

The first of the meetings was held 
in district No. 11 at Corpus Christi 
June 7. James H. Ewing, chairman 
of the district, had arranged the 
program, occupied a _ prominent 
place. 

Every hardware and implement 
dealer in the state is invited to at- 
tend any or all of these meetings, 
but he is especially urged to attend 
the meeting held in his own district, 
whether he is a member of the as- 
sociation or not. 


Encourage Salespeople to Call Customers’ 
Attention to Seasonable Goods. 


Your Advertising Story Must be Told and 
Retold but Always in a Different Way. 


VERY day the king dies and a 
new king arises to take his 
place. 

In regard to advertising start to 
push the seasonable goods as early 
as possible. Push them hard. Use 
every opportunity, in the windows 
and inside the store, to display 
them. Use aggressive selling meth- 
ods all along the line. Encourage 
the salespeople to call the attention 
of their customers personally to 
these seasonable goods. 

For every day the king dies. By 
that we mean: the young are con- 





stantly coming up; each year a new 
group is at hand to be made into 
potential customers. The story you 
have to tell may seem old and 
thread-bare to you, but there is al- 
ways some one who has not heard 
it and it is to your benefit to tel? 
him of it. 

How many times will a small 
child ask you to repeat for him the 
story of “Little Red Riding Hood’ 
or “Jack and the Bean Stalk.” 

No sooner has one child learned 
the story than the younger ones 
coming behind him nist be told the 
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same old story and they in turn 
tell it to their children; it goes on 
from generation to generation. 

In the same persistent manner 
must advertising be pursued. Tell- 
ing and retelling the story for the 
benefit of those who did not hear it 
the first and second or perhaps the 
hundredth time. It is one continu- 
ous round of telling. 

Now, on the other hand, consider 
what happens if you stop telling the 
story. Those who have heard the 
story perhaps have been influenced 
by it to the extent of making their 
necessary purchases at the store do- 
ing the advertising. All well and 
good. The advertisement did its 
work; it brought potential custom- 
ers into the store; you sold them 
stock from your shelves and from 
the transaction presumably you 
made a profit. So far as you are 
concerned you are through with 
those customers for the time being, 
they in all probability will not be in 
the market for additional goods for 
some time. In that case, what are 
you to do, sit down and wait for the 
time to come when the old customer 
is ready to buy again? Of course 
not, you're going to tell somebody 
else, in order to have a like effect 
on them; they, in turn, will be in- 
fluenced to buy at your store and 
so on throughout one continuous 
cycle from one year’s end to the 
next. This you do by continuous 
advertising. 

Now, suppose that each time you 
make a sale—assuming, of course, 
that your trade is not transient— 
you make a permanent customer ; 
that is, your goods and prices are 
so satisfactory to the patron that 
he comes back whenever he is in 
need of more goods. What does 
that mean? It means that you are 
building confidence—the only foun- 
dation upon which any business can 
be permanently built—and for 
every permanent customer that you 
make by rendering the services re- 
quired at least two or three more 
will be directed to your store by 
the recommendation of the first 
customer. In this way the effect is 
cumulative. Your business grows 
and you build up a clientele that will 
help you to increase your stock turn 


which consequently increases net 
profits. , 

Many merchants make the mis- 
take at this point of discontinuing 
their advertising. This is, indeed, a 
bad mistake. 

It is similar to removing the fer- 
tilizer from a plant. The plant will 
still remain green and make a pre- 
tense of growing, but it will soon 
be seen to have lost its inherent 
vitality, due to a lack of proper 
nourishment. 

The man who reduces his adver- 
tising appropriation because his 
business is prospering is riding for a 
fall. When the fall comes and he 
comes to his senses he will have to 
work all the harder to get back to 
where he was in the first place. 
This is waste energy and far ex- 
ceeds in cost the amount saved by 
discontinuing the advertising. 





Where Is Royal Stropper 
Company Located? 


To AMERICAN ARTISAN : 

Please let us know the factory 
address of the Royal Stropper Com- 
pany. 

REICHE BROTHERS. 





Regular Meetings of Em- 
ployees Always Bring 
Greater Efficiency. 


One of the greatest helps from 
regular meeting of the men in a 
store is to be found in the wiping 
out of petty jealousies. It creates 
a kindly feeling in each clerk for his 
fellow-clerks and fills him with a 
desire to help the others all he can. 
Get them to understand that a busi- 
ness crew, to be successful, should 
work like a boat crew, all pull to- 
gether and do team work, each man 
strengthening and supporting the 
others all he can. 

And just as a side-remark—the 
same rule applies to you and your 
fellow business men, whether you 
are in the same line or not. 











| Coming Conventions 








National Retail Hardware Association 
Congress, San Francisco, California, 
June 16, 17, 18 and 19, 1924. Herbert P. 
Sheets, Secretary, Indianapolis, Indiana. 


June 14, 1924. 


Hardware Association of the Caroli 
Convention, Wrightsville Beach, pe 
Carolina, June 17, 18, 19, 1924. T. w 
Dixon, Secretary - Treasurer, 717-718 
Commercial Bank Building, Charlotte 
North Carolina. e 


Convention National Association of 
Sheet Metal Contractors of the United 
States, Raleigh Hotel, 12th and Penn. 
sylvania Avenue, N. W., Washington, 
D. C., June 17, 18, 19 and 20. Edwin 
L. Seabrook, Secretary, 608 Chestnut 
Street, Philadelphia. 

Iowa Sheet Metal Contractors’ Outing 

July 12 and 13, 1924, at Waterloo, Wii. 
liam Thomson, P. O. Box 513, Mason 
City, Iowa. 
_ Michigan Sheet Metal and Roofing 
Contractors’ Outing to Quebec, July 19 
to 26, 1924. Frank E. Ederle, Secretary 
1121 Franklin Street, S. E., Grand Rap- 
ids, Michigan. 

Ohio Sheet Metal Contractors’ Asso- 
ciation, Southern Hotel, Columbus, Ohio, 
July 22 to 24, 1924. George F. Mooney, 
Secretary, 213 First National Bank 
Building, Columbus, Ohio. 


Sheet Metal Contractors’ Association 
of Pennsylvania, Pittsburgh, Pennsyl- 
vania, July 23, 24 and 25, 1924. W. F. 
Angermyer, Secretary, 714 Homewood 
Avenue, Pittsburgh, Pennsylvania. 

Pennsylvania & Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, February 16 to 20, 1925, at 
Philedalphia Commercial Museum. 
Sharon E. Jones, Secretary. 
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Illinois. 

In addition to his furnace and sheet 
metal business, P. A. Kennedy, 123 West 
Jackson Street, Macomb, now carries a 
large stock of hardware. 

lowa. 

Royal Platt has purchased the hard- 
ware stock of H. A. Woodson at Au- 
rora. 

F. R. Amesbury of Sheffield has sold 
his hardware stock to N. E. Kraft, of 
Manchester. 

Minnesota. 

F. J. Schotten, of Villard, has pur- 
chased Mr. Angell’s hardware store at 
that place. 

R. C. Bauer, of Underwood, North 
Dakota, has purchased the hardware 
—_ of Westerberg Brothers at Lake 
Aty. 

H. O. Lestico has purchased the Vogel 
Hardware at Brewster. The new firm 
name is the Lestico Hardware. 

Pennsylvania. 

Arnold Wensten has purchased the 
Maggini Hardware Company at 810 
Braddock Avenue, Braddock. 

South Dakota. 

The Carthage Hardware, Carthage, has 
been sold to Holcomb Brothers, of 
Huron. 

Washington. 

John Lanigan has sold his hardware 
business at Cle Elum to John E. Parchen 
and Mr. Parchen’s father, G. W. Parch- 
en, of Grandview. The business will be 
conducted under the name of the Parchen 
Hardware Company. 

Wisconsin. 

A. A. Penn has opened a hardware 

store at Delavan. 
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Increased Turnover and Not Price Should Be 
Aim of Every Stove Merchant. 


Rate of Profit Increases in Direct Ratio to Number 
of Turnovers, While Overhead Is Cut Down. 


RICE. The most familiar ques- 
tion the stove merchant hears to- 
day is “What is the price?” 

During the period prior to 1920 
people were spending their money 
for all kinds of merchandise with- 
out regard to price, but today the 
family budget is being carefully ap- 
portioned. . 

In order to keep pace with this 
condition and the ever increasing 
competition, the stove merchant 
must do one of two things: Cut his 
price or increase the rapidity of 
turnover. To do the former is to 
hang himself. To do the latter he 
has only to intensify his selling pro- 
gram. 

Turnover is the figure that will 
be obtained by dividing the amount 
of sales at cost during any period of 
time by the average investment for 
that time. 

Now, if a stove merchant can 
double the average turnover, it 
means that during the year he will 
make five times as many dollars in 
profit as his neighbor, who is turn- 
ing his stock of stoves only the nor- 
mal number of times with the same 
number of dollars invested. 
Satisfactory profits are made from 
turnover, not mark-up. 

As a simple example, a grocer, 
who has an investment of $1 in 
bread, and on this investment real- 
ized 1 per cent net profit on each 
turn, at the end of the year will real- 
ize $3.12 net profit on the $1 capi- 
tal invested. 


Again, a common street peddler 
will invest $25 in fruit or notions. 
He will sell this out each day with 
an average profit of $6 per turnover. 
At the end of the year he will have 
made $1,800 cash profit for himself 
in a stock of investment of $25. 

A few months ago a retail dealer 
in New York city increased his turn- 
over until his net cost of doing busi- 
ness was 19 per cent and his per 
cent of profit on this investment was 


350 per cent. This man was ar- 
rested and put in jail as a profiteer. 
Surely the time for enlightened mer- 
chandising is here. 

Take another example based on a 
given investment of $20,000 so that 
the interest and overhead expense 
remains the same, but with the in- 
creased turnover the profits in- 
crgase. Let us illustrate this with 
figures. 

Suppose we give the $20,000 
stock a 50 per cent mark-up with a 
selling price of $30,000. Let us al- 
low 20 per cent of this sum for 
overhead expense, including the 
owner’s salary. This will be $6,000. 
Let us allow $1,500 for interest. 
This leaves us $2,500 for profit. In 
the second column we have two 
turnovers. The merchandise sold 
would be valued at $60,000. The 
fixed interest and overhead would 
be $7,500. The cost of the stock 
plus the fixed expense would be 


$47,500. This amount subtracted 


from $60,000 cash value of the mer- 
chandise sold, would leave $12,500 
or a profit five times as great for 
two turnovers as for one turnover. 

For three turnovers the selling 
price of the merchandise would be 
$90,000, the cost of the goods $60,- 
000 plus $7,500 fixed expense, 
$67,500 from $90,000 will leave 
$22,500, the profit for three turn- 
overs which is nine times as great 
as for one turnover. The value of 
the stock sold for four turnovers 
would $120,000. The cost of, $80,- 
000 plus $7,500 fixed expense would 
be $87,500. This subtracted from 
$120,000 would leave $32,000 prof- 
it or thirteen times as much profit 
for four turnovers as there is for 
one turnover. 

So you see, given the choice of 
either cutting prices or increasing 
turnovers to make profit on stoves, 
the wise selection would unques- 
tionably be to increase turnover. 

Stove merchants have been 
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known to turn a stock of stoves four 
times in a year and there is no rea- 
son why this number cannot be ex- 
ceeded. It means work, but the re- 
ward is well worth the effort. 





Actually Missed His 


Train to Buy a Stove. 

The Magic Chef, that well known 
little monthly house organ of the 
National Stove Company is respon- 
sible for the following “true story”: 

“The Demuth Furniture Com- 
pany, Quick Meal Lorain agent in 
Memphis, Tennessee, has an electric 
sign which has earned its right to a 
permanent place in the display win- 
dow. Here is the story of the first 
sale the sign landed: 

“A man in Helena, Arkansas, 
had been reading Demuth’s ads and 
decided the Quick Meal gas range 
with Lorain oven heat regulator was 
just the thing to buy for his wife as 
a birthday present. On his next trip 
to Memphis he started out to buy 
the stove—but he had forgotten the 
name of the furniture company. 

“After looking around and mak- 
ing inquiries he was still unable to 
find out who carried the Quick Meal 
in stock. He finally gave it up as 
a bad job, and boarded a car for the 
depot to catch his train home. 

“Luckily this car passed the front 
of Demuth’s shop, where the Lorain 
electric sign was working away. 
The man left the car at the next cor- 
ner, went back and purchased the 
range with a Lorain. The customer 
missed his train, but the birthday 
gift arrived on schedule time. 

“In Memphis they do say, ‘Let a 
cloud come over the sun and De- 
muth makes a run to turn on the 


999 


Lorain sign’. 





Many different forms of guess- 
ing problems have been offered to 
customers by the retailer, but one 
which holds an unusual amount of 
interest and publicity value is 
“Guessing the Number of Miles 
Your Delivery Auto Will Travel 
During the Next Thirty Days.” 
Your autos, of course, would need 
to be equipped with mileage count- 
ers. Convenient inducements for 
successful estimates can be offered. 
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An Advertisement Should Carry Items People Wan; 
When They Want Them. 


The Greatest Power of All Is the Power of 
Suggestion— Tie Up Your Sales Policy With It. 


ANY hardware men do not 
believe in a large newspaper 
advertisement, but put forth their 
greatest effor on circular letters and 
ennvelope stuffers addressed to the 
individual direct. 
However, these men do believe in 
keeping their name before the pub- 
lic, and in order to do this they are 





(Hanover Hardware Co. 





PRUNING SHEARS WASH BOILERS 
DISSTON SAWS CLOTHES BASKETS 
MITRE BOXES WRINGERS 





Hanover Hardware Co. 
_ 41 Carlisle Street, Hanover, Pennsylvania. 











found running small advertisement: 
such as the accompanying repriri 
taken from the Hanover, Pennsy’- 
zvania, Sun. 

This advertisement can be 
changed frequently to conforin to 
the season’s needs and is very 
handy. 

Then, too, generally when a con- 
tract is given for an entire year the 
rate is much less and the desired 
position is also assured. 

3K * * 


An unusually clever piece of ad- 
vertising copy which could be used 
in connection .with a window display 
of baseball goods to splendid ad- 
vantage is that of the Mount Ver- 
non Hardware Company, Mount 
Vernon, Illinois, reproduced from 
an ad in the Mount Vernon News. 
This ad is well worked out. It in- 
troduces the subject to the reader 
in a powerful and interesting man- 
ner, tying baseball goods up with 
a catchy phrase relating to the sub- 
ject illustrated. 

Note the suggestive manner in 
which the hand holds the ball. This 
illustration is designed to attract and 
hold attention, which it does. The 
prices on the articles stand out 
prominently and the <lescriptive 
notes are well chosen. 














x 
~ 


Making 








a Hit with 


Winchester: Baseball Goods 


Winchester Baseball goods dre ‘here! Now is the time to get ready / 


for the season. 


Boys, these are real baseball goo#g—and “Winenester” on baseball 


goods means that same high 


a rifle. 


quality and, dependability that it does on 


We can fit out a youngster with.his first balland-giove and we-can 


equip a whole team. 


Winchester Baseman’s 
Mitts 





—Big League style. High 
grade flexible leather 
Leather lacing. 


$1.75 to $3.50 





Winchester Basebalis 


High. grade balls in twelve differ- 
ent grades including “Official Lea- 
gue Ball.” 


15c to $1.50 








WINCHESTER: BASEBALL BATS 
Made from carefully selected best 
grain second growth ash. Variety 
of popular designs and weighis 
from 32 in. to 35 inch. 


25c to $2.00 





Winehester Catcher’s Mitts 
Vinehester Baseman’s Mitts 
Winchester Chest Protectors 
Winchester Uniforms 


Phone 24 


MT. VERNON 
HARDWARE CO. 


South Side, Square 


Winchester Athletic Hose 
Winchester Sweat:Shirts 
Winchester Sliding Pads 
Winchester Bases ang Home Plates 
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Potential Improvement Seen in Steel Industry—Political 
News Has Good Psychological Effect. 


Non-Ferrous Metal Prices Show Little Change— 


Improvement 


PTIMISM grew popular in the 

business and financial fields at 
the middle of the week. While re- 
assuring political news had a good 
psychological effect, there was some 
basis, in fact, for at least mild cheer- 
fulness. 

There was further evidence of 
easy money rates and a plethora of 
funds as the basis for business re- 
vivals, whenever that may come, and 
there were reports of potential im- 
provement in the steel industry. 

On the New York stock exchange 
dealings in stocks exceeded 1,000,- 
000 shares for the first time in six 
weeks, while trading in bonds over- 
ran $23,000,000, setting a high mark 
thus far this year. Government 
bonds again touched new high prices 
for the year. 

The mid-week reviews of the 
steel industry held out hope of. im- 
provement. Bookings of the United 
States Steel Corporation for the first 
ten days of this month were report- 
ed at about 2,000 tons a day above 
the same period in May. Better 
buying in finished steel and pig iron 
has appeared, while little further 
curtailment in iron production is 
shown. 


Congress has directed no serious 
Most of the 
radical proposals, including those 
for unsound farm relief, and restric- 
tive railway legislation, have failed. 

Constructive measures have been 
tax reduction and provision for 
needed improvement of the con- 
sular service. The tax law has 
many defects, and later revision may 
be necessary. Yet it has the su- 


blow at prosperity. 


preme merit of cutting off $761,- 
000,000 from the nation’s tax bill 
in the next two years. 


Copper. 

Copper is unchanged at from 1234 
to 127% cents a pound for Electroly- 
tic delivered. There is little demand 


in Sales 


Only 


from domestic consumers and or- 
ders from abroad are lacking. While 
the market has been showing stif- 
fening tendencies for some days and 
while most of the producers have 
advanced their price to 12% cents 
a pound there is still a sufficient 
amount of the metal available at 
1234 cents to affect the market. 

Exports of copper, for the first 
four months of this year, totaled 
157,291 gross tons as follows: 26,- 
684 tons to France, 30,802 tons to 
Germany, 10,596 to Belgium, 5,848 
to Holland, 13,990 to Italy, 33,319 
to the United Kingdom, 5,300 to the 
Scandinavian countries, 18,365 to 
China and Japan, 5,980 to Canada 
and 6,407 to other countries. 

Tin. 

Tin prices have been advancing 
for some two weeks, but slowly. 
Last week the rise in New York 
was checked and on June 11 in the 
absence of any market abroad. 
prices broke on this side of the 
water. 

In the domestic market yesterday 
the spot, June and July deliveries 
of Straits declined a quarter of a 
cent to 4134 certs, while the remain- 
ing months dropped 3 to 4154 
cents a pound. 

As for Straits shipments, the Feb- 
ruary-March, March-April and 
April-May positions registered a de- 
cline of 34 closing at 415¢ cents, 
while the later positions dropped 
a full half cent to 41% cents. 

The spot delivery of the Standard 
and the 99 per cent grades were 
nominal at 4134 and 41% cents, re- 
spectively. 


Zinc. 


It is thought that some zinc is 
now available at 5.80 cents St. 
Louis, which makes the market 
quotable at from 5.80 to 5.85 cents 
at that point and from 6.05 to 6.10 
cents New York. 


Moderate. 


St. Louis receipts last week were 
70,490 slabs, as against 37,960 the 
week before, while receipts since the 
first of the year totaled 1,509,050 
slabs, as compared with 1,514,300 
during the corresponding period last 
year. 

St. Louis shipments last week 
amounted to 71,210 slabs, as against 
49,320 the week before, while ship- 
ments since the first of the year ag- 
gregated 1,377,170 slabs, as com- 
pared with 1,195,850 during the 
corresponding period last year. 


Lead. 


Lead is unchanged at from 7 to 
7% cents New York, and from 6.85 
to 6.90 cents in St. Louis. 

St. Louis receipts last week were 
80,400 pigs as against 43,670 the 
week before, while receipts since 
the first of the year totaled 1,264,- 
980 pigs, as compared with 1,324,- 
180 during the corresponding period 
last year. 

St. Louis shipments last week 
amounted to 39,230 pigs, as against 
45,070 the week previous, while 
shipments since the beginning of the 
vear aggregated 921,110 pigs, as 
compared with 674,340 during the 
corresponding period last year. 


Solder. 

Chicago warehouse prices on sol- 
der are as follows: Warranted, 50- 
50, $26.50; Commercial, 45-55, 
$25.75, and Plumbers’, $24.50, all 
per 100 pounds. 


Wire and Nails. 


For the first time in weeks mak- 
ers of wire and wire products at 
Chicago have experienced improved 
business. 

Operations remain at 50 per cent, 
on the average, and no increase 
seems warranted, but from all 
sources orders have been more nu- 
merous and slightly heavier in the 
past few days. 
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It is claimed that 2.65 cents, 
Pittsburgh, is the bottom of the 
wire market and 2.90 cents, Pitts- 
burgh, the minimum on wire nails. 


Bolts and Nuts. 


Bolt and-nut interests at Chicago 
complain increasingly that not only 
is business of small volume, but also 
that at present prices it is a losing 
proposition. 

With the automobile and farm 
implement industry lagging, the 
chief outlets for their products are 
stifled. 

Large machine bolts continue on 
a basis of 60. 10, and 10 off and 
large rivets at 2.90 cents. 


Sheets. 

Unwillingness of buyers to place 
business in attractive volume has re- 
duced the operation of sheet mills in 
this district to the lowest point in 
over two years. 

The price position is perhaps 
stronger now than for many weeks 
past, despite the idle capacity at 
some plants. Conditions, however, 
are antagonizing from the mill point 
of view. Price concessions still are 
encountered in the Detroit district 
and in some of the western terri- 
tories, but the move is not general 
nor has much disturbance resulted. 

Steel sheet bookings at Chicago 
have been worked off more rapidly 
than producers expected because the 
weather has been cool. Order books 
still are in fair shape, but new busi- 
ness is not equal to shipments. Third 
quarter business has not yet received 
serious consideration on account of 
the price situation. The present lev- 
els appear to be 2.80 cents, Pitts- 
burgh, for blue annealed, 3.65 cents 
for black and 4.80 cents for galvan- 
ized. 


Tin Plate. 


‘Substantial decrease in stocks of 
tin plate at mills is now occurring, 
through the double influence of cus- 
tomers taking heavier deliveries and 
mills producing less. 

The stocks at mills increased con- 
tinuously during the first three 
months of the year, and were quite 
large by April 1st. These stocks 


were largely sold, having been made 
up to 


customers’ specifications 





against contracts, to await -shipping 
instructions, but there was also a 
considerable stock of unsold plate, 
made in standard or regular sizes 
apart from the usual accumulations 
of odds and ends about a tin mill, 

Production of tin plate is now 
running at between 65 and 70 per 
cent, with the independents at about 
70 per cent and the leading interest 
at near that figure. During May, 
until the last week of the month, 
production was between 70 and 75 
per cent of theoretical full, being 
over 75 per cent of normal full, the 
current rate being approximately 10 
per cent less. Further decreases are 
to be expected towards the close of 
the month. 

Mills continue to quote very keen- 
ly on export business, but there is 
not a great deal of this going. The 
English market is pretty well estab- 
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lished at an equivalent of $475 
Pittsburgh. Domestic mills do not 
usually need to go down as far as 
that to capture business, and a good 
sized order for “re-export” tin plate 
is in the market, expected to go at 


about $5.00. 
Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $16.75 to $17.25; 
old iron axles, $24.00 to $24.50: 
steel springs, $18.00 to $18.50; No. 
1 wrought iron, $11.50 to $12.00: 
No. 1 cast, $16.50 to $17.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8 cents; 
light brass, 5 cents; lead, 5 cents; 
zinc, 3% cents, and cast aluminum, 
14 cents. 


Pig Iron Buying More General—Buyers Not 
Pressing for Concessions. 


Inquiry Increasing at Chicago — Birmingham 


Market Slowing Down With Sales in Small Lots. 


bé ORE general buying of pig 

iron was done in the last 
week than in at least three months,” 
the Jron Trade says. “Also struc- 
tural steel bookings were about 
20,000 tons, which is the largest 
weekly volume of new business in 
more than two months,” 

“More emphasis has been put on 
the tendency of prices to hold to 
the levels of recent weeks,” the Jron 
Age says. “As operations have 
dropped, costs have risen and buy- 
ers are not pressing hard for con- 
cessions.”” 

Foundry pig iron activity at Pitts- 
burgh among the sanitary ware and 
radiator companies shows a real 
awakening, the market for steel- 
making iron is dead. 

Inquiry for pig iron continues to 
increase, but it is difficult to close 
on account of melters’ conviction 
that prices will be still lower. 

Spot business in northern and 
uialleable foundry iron is going at 
$22, furnace. 

One broker quoted $22 for the 





third quarter and $22.50 for the 
iast quarter on a 500-ton inquiry, 
and lost the business. 

Sellers anticipate the third quar- 
ter being a soft spot, unless auto- 
mobile tonnages are released, and 
for the fourth quarter they see an 
improvement. 

inquiries include two of 1,000 
tons of malleable each for Michigan 
and northern Indiana melters. A 
northern Illinois melter is seeking 
1,000 tens of foundry iron. 

The pig iron market here 1s s!ow- 
ing down and the Woodward Iron 
Company has blown out its Van- 
derbilt furnace. 

Sales of iron have been in small 
lots, and the aggregate is far from 
satisfactory. Reports of sales of 
5,000 and 10,000-ton lots are not 
verified. 

The Alabama Company, with one 
furnace in operation and a second 
one ready for the torch, has sold a 
little iron for delivery into the third 
quarter. 

Quotations are lower this week. 
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Tuesday, June 17th 
Opening of convention by 
Chairman of Convention Com- 
mittee. 
10 a. m.—Invocation. 
My Country ’Tis of Thee. 
Welcome to Washington, by 


Cuno H. Rudolph, President, 


Board of Commissioners. 

Response for the National 
Association, Harry Hussie, 
Omaha, Nebraska. 

Appointment of all Conven- 
tion Committees. 

Recess, 12:30 to 1:30. 


Afternoon Session 


1:30 p. m—Report of National 
President Pierpont. 

2:00 p. m—Report of Secre- 
tary Seabrook. 

2:30 p. m—Report of Treas- 
urer Gerock. 

2:45 p. m.—Better Business, 
Judge Edwin B. Parker. 

3:15 p. m—Report of Voca- 
tional Training Committee. 

3:30 p. m—Address on Voca- 
tional Training by Frank Cush- 
man. 

4:15 p. m—General Discus- 
sion. 


Wednesday, June 18th. 


9:30 a. m—Reading of min- 
utes of Tuesday’s session. 

9:45 a. m.—Resolutions Com- 
mittee Report. 

10 :00 a. m.—Selling More Sheet 
Metal and Products, or Applied 
Salesmanship, Warren Carter. 


WITH THE 


10:30 a. m—The Return of 
the Prodigal Son, George 
Harms. 

11:00 a. m—The Architect's 
Viewpoint, A. L. Harris, Mu- 
nicipal Architect. 

11:30 a. m.—General discus- 
sion. 

12:30—Recess to 1:30 p. m. 


Afternoon Session 


1:30 p. m—Report of Warm 
Air Furnace Committee, E. B. 
Langenberg. 

2:30 p. m—What the Nation- 
al Warm Air Heating & Vent- 
ilating Association Is Doing in 
Publicity Work, E. F. Glore, 
Chairman of Committee. 

3:15 p. m—Report of Over- 
head Expense Committee, Walt- 
er Tinney, Philadelphia. 

3:30 p. m—Report of Labor 
Committee—W. F. Angermeyer. 

3:45 p. m—Report of Fire 
Prevention Committee — John 
Bogenberger. 

4:15 p. m—Address by John 
P. Wagner, Dowagiac, Mich- 
igan. 

4:30 p. m—Trade Relations 
and Policy—E. L. Seabrook. 


Thursday, June 19th 
9:00 a. m—Reading minutes 
of Wednesday’s sessions. 
9:15 a. m—Report of Resolu- 
tions Committee. 
9:30 a. m.—Report of Trade 
Development Committee. 


June 21 


is the date of the issue of 


In Washington—June 17-18-19-20 


National Ass'n of Sheet Metal Contractors 
THE PROGRAM 


10:00 a. m.—Joint Committee 
on Publicity—E. C. Barrett. 

10:15 a. m—Report of Com- 
mittee on Standardization — 
George Harms. 

10:30 a. m—Address by D. M. 
Strickland, American Rolling 
Mill Company. 

11:30 a. m.—Adjourn for the 
day. 

12:30 p. m—Leave for Mt. 
Vernon on automobile trip. 

1:30 p. m.—Arrive at Mt. 
Vernon. 

Placing wreath on tomb. 

Take picture before mansion. 

3:30 p. m—Leave Mt. Vernon. 

Return trip via Arlington, Ft. 
Myer, Kee Bridge. Seeing 
Washington, residential section ; 
Rock Creek Park, Walter Reed 
Hospital. 

5:30 p. m—Return to hotel. 

7:00 p. m.—Banquet at Hotel 
Raleigh. 


Friday, June 20th. 

9:30 a. m—Reading of min- 
utes of Thursday’s sessions. 

9:45 a. m.—Report of Resolu- 
tions Committee. 

10:00 a. m.—Executive Com- 
mittee report. 

10:30 a. m.—General discus- 
sion. ; 

Mapping out future work, 
future policy for National As- 
sociation. 

12 noon—Election of officers. 

Selection next convention 
city. 


AMERICAN ARTISAN 


which will contain complete report of this 


_ Big Convention 





Wire space resevation at 
once—no copy accepted 
after Wednesday, June 18th 


This issue will have increased 
Advertising Value—It will 
Have Extra Circulation 





—— 






























Chicago Warehouse Prices on Hardware and Metals, 


AMERICAN ARTISAN AND HARDWARE RECORD 
publication containing Western Hardware and Metal prices corrected weekly, 





is the only 
















































































PIG meee. 
Chicago Foundry.. 00 to 32 50 
a Fdy. No. 
peeweoeneeneane 27 01 to 28 O01 
Lake Sup. Char- 

Se tetendietewn 29 04 
Malleabic oneceeees 22 00 to 22 50 
FIRST ate BRIGHT 

PLATES. 
Ic 14x20 112 sheets $12 45 
Ix i ee 14 05 
Ixx 14x20 56 sheets 17 5T 
IxXxxX eae P 18 12 
IxXxxx lax 20. 18 65 
Ic 20x28 112 sheets 27 50 
Ix 20x28....... 29 85 
IxxX oe? 56 sheets 16 15 
IXxxX SOEEE.. woe ° 17 20 
IXxxxX jox28 band aaaaree 18 25 


TERNE FLAGS 
r Box 


IC 20x28, 40-Ib. 112 sheets $25 60 
Ix 40-lb. 28 50 
Ic 20x28, 80-lb. “ - 21 80 
IX 20x28, 30-lb. “ ” 24 70 
IC 20x28, 25-lb. “ - 20 80 
IX 20x28, 25-lb. “* - 28 70 
IC 20x28, 20-lb. “ as 18 30 
IV 20x28, 20-lb. “ - 21 16 
IC 20x28, 15-lb. “ ” 17 06 
IC 20x28, 12-lb. “ ” 16 75 
IC 20x28, 8- Ib. sid = 14 05 


COKE PLATES. 

80 lbs., base, 20x28.$13 85 
90 Ibs., base, 20x28. 14 10 
100 lbs., base, 20x28. 14 45 
107 lbs., base, IC 


Cokes, 
Cokes, 
Cokes, 
—. 


a cicibi eet Oa aaiabCati eden ie 14 85 
ouae. 135 lbs., base, IX 
RS IRE ytare onthe 17 40 
Cokes, hs Ibs., base, 56 
St. ‘<iepavennsedenn-<+¢ 9 75 
ones, 176 lbs., base, 56 
ie aaah ane 0% 10 65 
Cokes, ‘i968 Ibs., base, 56 
se taeda aia dh te tah iad dae 1 70 


sheets 
BLUE ANNEALED SHEETS. 
ED 2daccesouee per 100 lbs. $3 50 


ONE PASS COLD ROLLED 
BLACK. 


per 100 Ibs. $4 60 
per 100 lbs. 4 65 








-Pper 100 lbs. 4 60 

per 100 lbs. 4 65 

per 100 lbs. 4 70 

per100Ilbs. 4 75 
GALVANIZED. 

per 100 Ibs. $4 85 

per 100 lbs. 56 00 

per 100lbs. 5 15 

-per100 lbs. 5 30 

.--per100 Ibs. 5 45 

..Pper 100 lbs. 5 60 

per 100 lbs. 6 10 
BAR SOLDER. 

Warranted. 
50-50 er per 100 Ibs. 26 60 
reial. 
45-55 ..per 100 lbs. 25 75 
Plumbers ..per 100 Ibs. 24 50 
ZINC. 

Dt Se occ ah bee aewane@annd 6 25 
SHEET ZINC. 

Cask lots, stock, 100 Ibs.... 11 00 
Less than cask lots, 100 Ibs. 11 50 
BRASS. 

Sheets, canengs base 

 ¢ >a 

Tubing, teased, base. 

CP EE avedceassewscacaas 
COPPER. 

Sheets, Chicago base....... 20c 

2 eee 19%ec 

Tubing, seamless, base..... 22%ec 

Wire, No.9 &10B. & . 

(kee es O6R4e DERE ReCesenteese 16%c 
Wire, No. 11, B. & S. Ga..16%c 
LEAD. 
maroc ear re $7 25 

50606 606004 6e6e0sanuuee 8 25 


Sheet. 
Full Coils 
Cut Coils 


..per 100 Ibs. 11 25 
...per 100 lbs. 11 50 


TIN. 


wed eared per 100 Ibs. 43 25 


Pig Tin 
secon per 100 lbs. 44 25 





HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Coopers’. 
Barton’s .....-. ctbessneus Net 
SEE ccncccenctesesceecese Net 
AMMUNITION. 
Shells, ed, Peters 


Load 
Loaded with’ Black Powder 18% 
Loaded with Smokeless 


POWGSE cccccccccescccese % 
Winchester. 
— Repeater 
Gra PO errr TT 20 & 4% 
smokeless Leader 
aa aan aaa ae 20 & 4% 
Black Powder <eo0en 20& 4% 
, & 
Nitro Club .......ccee- 20 & 4% 
ASEOT  cocesccvoecioce -.20 & 4% 
New Club .....ccccees 20 & 4% 


Gun Wads—per 1000, 
Winchester 7- 8 gauge 10&7%°- 
9-10 gauge 10&7 % % 
5 11-28 gauge 10&7%% 


ASBESTOS. 


er up to aes er 6c per Ib. 

oliboara OE OS %c per Ib. 
Miliboera 3/32 to ch «...6c per Ib. 
Corrugated Paper (25 


sq. ft. to roll)....$6.00 per roll 
AUGERS. 
Boring Machine ........ 40&10% 
Carpenter’s Nut ..ccccccccces 50% 
Hollow. 
Stearns, No. 4, doz...... $11 50 
Post Hole. 


Iwan’s Post Hole and bes 35% 
Vaughan’s, 4 to 9 in....$15 60 


AXES. 


First Quality, Single 
Bitted (unhandled), 3 to 
GS Bs DOP BeBe cccccces $14 00 


Gcod Quality, Single 
— same weight, per 
eenndahwea aia owe nal 13 00 
BARS, CROW. 
Steel, 4 £0.. 10 B.ceeccccce $ 380 
2 os Oe Me savesecese 1 40 
Pinch Bars, 
ge. SS ) reser 1 6¢ 
BARS, WRECKING 
W, @ B Be BB. 6 ctevsvdce $0 30 
2: SS rer 0 42 
V. B BB Be Sb6..ccccccces 0 57 
eS 3 & YY Se eee 0 48 
pe ee SS ere 0 63 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 30 
Screw Driver, No. 1, each 18 
Reamer, No. 80, each..... 45 
Reamer, No. 100, each.... 45 

Countersink, No. 13, each... 23 

Countersink, Nos. 14-15, each 30 


BLADES, SAW. 
ood. 
gpg 30-in. 
Nos. 


eeeeee 


6 40 26 
$8 90 $9 45 $5 40 


BLOCKS. 
DE. cckceeedabensena cen 45% 
PS tceesasedsssedeoscoed 45% 
BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. Per Doz. 
ee, SE” esccencncues $23 90 
Wash, 
No. 760, Banner Globe 
CO” Per er doz. $5 25 
No. 662, Banner Globe 
(sin ngle) once per doz. 6 75 
No. 801, Brass King, 
TEEN 808 gh 000008 rdoz. 8 25 
No. a * Singie—_Plain P 
Oene seekacnenece 6 25 


BOLTS. 
Carriage. 
Small, roll thread....50-10-5% 
Small and Large cut 
DE imisnecuenaeaeseaed 50-5% 
Machine. 

Small, roll thread....... 60-5% 
Small, cut thread..... 50-10-5% 
RD sexu candounsasdwens 70-5% 
BRACES, RATCHET. 

Vv. & B. No. 444, 8 in $4 54 
V. & B. No. 222, 8 in.. . 3 89 
V. & B. No. 111, 8 in...... 3 55 
VV. &@ DB We 84, 8 Meecees 3 02 
BRUSHES. 


Hot Air Pipe Cleaning. 
Bristle, with handle, each $0 85 


Flue Cleaning. 


Steel Only, each.......... $1 25 
BURRS. 

Copper Burrs only.......... 40% 
BUTTS. 

Steel, antique copper or dull 
brass finish—case lots— 
aor dozen pairs $3 °¢ 
SBE. cosce 


Heavy Bevel steel inside sets, 
case lots— 
Sinise aici seca per dozen sets 7 80 
Steel bit keyed front Goer 
BOS, GRO ccccccccccece oo t 
Wrought brass bit keyed 
front door sets, each..... 3 25 
Cylinder front door sets, 
GRE cwccccvccescecececes 7 50 


CEMENT, FURNACE. 
American Seal, 5 Ib. cans, net$ 45 
i - 50-lb. cans, “ 90 
25 lb. cans, “ 2 00 
Asbestos, 5 Ib. cans, net. 45 
POONED cccescuces per 100 Ibs. 7 61 


“ “ 


CHAINS. 
% in. proof coil chain, per 
SE G. cwsawenscesscwdcas $8 50 
American coil chain....40 &10% 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 
Vent. 


Iwan’s Iron Mountain oniy. 334 
Standard 30 to 40% 


CHISELS. 
Cold. 


Vv. & B. No. 25, % in., ea. $0 4 
38 


Vv. & B. No. 25, % in., ea. 
Diamond Point. 

V. & B. No. 55, % in.... 0 33 
V. & B. No. 55, % in.... 0 45 
Firmer Bevelled. 

Round Nose. 

7. Oo ae CS. SM Oe...» 0 33 
V. & B. No. 65, % in..... 0 45 
Socket Firmer. 

Cape. 

V. & B. No. 50, % in...... 0 31 
V. & B. No. 50, % in..... 0 62 
CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 
Se oscsecs List less 35-40% 
Yankee, for Yankee Screw 
PE  “aesccceccheba cess een 
LAMPS. 
Adjustable. 
No. 100, ‘Door (Stearns) 
doz. Meeetebvcdbeanet 22 00 
Carpenter’s. 
Steel Bar..List price plus 20% 
Hose. 
ay brass, %- nap 
Sa DO casekerecse 
= ‘beasa: % -inch, ‘per : 
CLINKER TONGS. 
Front Rank, each.......... $1 75 
Pee GR acgetasixianees 18 00 


CLIPS. 
Damper. 
— agg tail pieces, 
Non? Rivet. ‘tail’ pieces, ‘es, ‘s 
SSP GO ceescccccecsccc 26 
COPPERS—Soldering. 
3 Ib pt ’ 

. an eavier....per lb. 
DASE, icnkuendedenses “ aa 
2 a. sseeeede~.eenioks e = 
BUR BA cccccccccenceces “  56¢ 
1 Serer eee eee = 60e 

CORD. 


No. 7 Std. per doz. banks. .$10 75 
No. 8 fl oe “ “oe 12 3e 


CORNICE BRAKES. 
Coiaee. Godt, pending. 


COUPLING HOSE. 
PAE «cceccesocecse per doz. $2 20 


CUT-OFFS. 
Kuehn’s Korrekt Kutoffs: 


Galv., plain, round or cor. rd. 

Standard gauge ........... 40% 

Be GD ‘x etedecs esecnencen 10% 
DAMPERS. 

“Yankee” Hot Air. 

7 inch, each 20c, doz...... $1 76 
8 = ~" 2b  «(8eeead 2 40 
9 = ~ BBQ, © ccccce 2 16 

10 - . 7 " aeaee 3 00 

Smoke Pipe. 

T BR, GIs 6 oak cccccocces $ 36 
. - each ckineee eae 40 
9 - we ¢6k06enneueous 60 

10 ™ 6uedeaeeoneaaen 6e 

12 ” 7: peeeéveeneeneen 90 

Reversible Check. 
© Wy. Gn ese csucscens $1 50 
9 ” W cxeuestatscceee 1 70 

DIGGERS. 
Post Hole. 
Iwan’s Split Handle 
(Eu 
4-ft. Handle..per doz. $14 00 
7-ft. Handle..per doz. 36 00 

Iwan’s Hercules pattern, 

POF GOB. cccccccccccccss 14 90 
DRILLS. 

Vv. & B. Star, 12-inch Length. 
%, 5/16 and %, each....$ 27 
Th, GR .wcewcesocucsnece 38 
. GEE  nenccevesuuveevese 57 
1%, each .....ecereecoces 85 

Vv. & B. Star, 18-inch Length. 
i -. “vacweetenee cen ewn $ 36 
is ME ~esabipeseeneancee 47 
at CD Senduane¢saeneaus 72 
eer 1 10 

EAVES TROUGH 

MEGS ic cccccccscsccceseseos 

Galv. Crimpedge, crated...76% 
ELBOWS—Conductor Pipe. 

BEUICOE cccccccceccccccccesese 

Galv., plain or corrugated, 
round flat. 

Crimp, Std. gauge.......-- 65% 

cscwateses4<4oeen 40% 

BE GRD cccccccccccccsoss 10% 

Square Corrugated. 

BEUIGOP cccncccccccscoccscss 
Standard gauge ......--:- 50% 
26 Gauge .......eeeerecoes 30% 


Portico Elbows. 
Standard Gauge Conductor Pipe. 
plain or corrugated. 


Not nested .......+. ..70&5% 
Nested solid .........++ 10 & 5% 
ELBOWS—Stove Pipe. 

l-piece Corrugated. Uniform. 
S-IMCR ccc cccccesecccccess $1 40 
DD hcbéacénameduenee cos Ea 
T-IMCH .ncccccccccccccsccee® 2 00 

Special Corrugated 

CEE Sc cnaceanseee tens ean $1 36 
IGE. éewe te iene eden euee ete 1 66 
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Hand-Dipped is one kind of galvanized shingle,and 
the other kind is stamped from galvanized sheets 


—We make both kinds. 


The difference is that hand-dipped shingles 
are galvanized by being immersed separate- 
ly in molten zinc after having been stamped 
out of sheets of prime roofing tin. Edges as 
well as sides are coated. 


Tight-Coat Shingles are made from sheets 
which have already been galvanized. 


Both kinds are described in our booklet, 
**Concerning that Roof.’’ We'll senda copy 
promptly. 


Cortright Metal Roofing Co. 


Philadelphia Chicago 


Cortright Metal Shingles 
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i 
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Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 
Sheet Metal Ornaments 


and 


STATUARY 
1252 So. Vandeventer Ave’ 
St. Louis, Mo., U. S. A. 











electrical, rope, barbed, plain, 
nails, tacks, spikes, bale-ties, 
hoops, springs, netting, wire 
fences, steel posts, steel gates, 
trolley wire, rail bonds, flat 


wire (strip steel), piano wire, 
horse shoes, round and odd-shape wire, screw stock 
concrete reinforcement. Aerial Tramways. 


Illustrated Books describing uses, Free 


American Steel & Wire 


Chicago—New York Cc ompany 








== 

















Opportunity Is Kicking 
Your Slats In— 


The late Senator J. J. Ingalls 
wrote a piece of poetry about 
Opportunity knocking but once at 
your door. That was all right in 
his day—but not today—Today 
every man walking the streets is 
an opportunity for you—BDvery 
House in your Town or City is an 
opportunity for you if you have a 
Hatfield Perfect Sharpening Ma- 
chine in your store. The Hatfield 
Sharpens Safety Razor Blades, 
Knives, Scissors, Clippers, etc. 6 
Styles of machines. Write 


THE HYFIELD MFG. CO. 
292 Church St. a. =. 
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You and your men will like Inland 
Sheets because they are quickly 
and easily worked to any shape. 


INLAND 


BASIC OPEN HEARTH 


OPPO 


© 
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ie 38 South Dearborn Street, Chicago o 
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‘o Milwaukee St.Paul St. Louis %' 
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| BRADEN MEG. CO. "485iA8x" 
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VENTILATORS 


We carry a full line of the below named well 
known ventilators: 









EARLE IWAN’S “ROYAL” 

PERFECTION STANDARD GLOBE 

HERCULES “STAR” UNO 
AMERICAN-LARSON “BEST” 






We can make prompt shipments on your orders 
for anything in the sheet metal line. 


Try us—write for catalog today 


BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
PHILADELPHIA, PA. 

















40 
Uniform, Collar Aajettabie. 
0: 
BOM ccccccccccceccecceses $2 00 
SeOMGR. co cccccescescece coccee 2 10 
TSENG concecsecevossevesscs 2 60 
WwooD FACES—50% -off list. 
FENCE. 

Field Fence cceeseceonceese 614% 
tan 0b eee ccece eC 
FILES AND RASPS. 
Heller’s (American) .....- 50-10% 
—— 66660460060006068 60-10% 
APOCBER cccccccccccceccccses 60 
Since’ Diamond err 40-10-5% 
TARO cccceccccescccccccseces 60 
Great Western .........++-:+ -50 
Kearney & Foot ..........+- 50% 
MoClelan ..cccccccccccccese -50% 
DEES cecconsceceseoceees 50% 
PEED kcceccecceevonccueée 60% 
FIRE POTS. 

hton Mfg. Ce. 
‘Completes line 
Firepots and Torches... .52% 
Otte Bernz Co. 
No. 1 Furn. Gasolene with 
large shield, 1 gal.....$ 6 75 
No. B Furn. Kerosene, 1 318 


ga - 
No. 16 Brazier, Kerosene 

or Gasolene, 10 gals... 47 52 
No. 5 Torch, ae or 

Kerosene, 1 p e @ 38 
~ = wae, A 1 


pint (itoeERSSORREC COC 4 66 


Clayton & Lambert’s. 
East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
arillo, San Angelo and Laredo, 
Texas 52% 


eee eee eee eee eee) 


West of above boundary line 
onene (eedehenecenacesseseeeeee 
Geo, W. Diener Mfg. Co. Ea. 
No. 02 Gaselene Torch, 1 
C  scceuszgecesonesese $ 5 55 
No. 0250, Kerosene or 
Gasolene Torch, 1 qt... 7 60 
No. 10 Tinners’ Furn 
Square tank, 1 gal..... 12 60 
o 15 Tinners’ Fu 
Round tank, 1 gal..... 12 00 
No. 21 Gas Soldering 
PUPRAGO ccccccceccocce 60 
No. 110 Automatic Gas 
Soldering Furnace . 10 60 
Double Blast Mfg. Co. 
Gasolene, Nos. Ss — 35...60% 


Quick Meal Stove 
Vesuvius, F.O.B. 3 Louis 30% 
(Extra Disct. for large 


quantities) 
Chas. A. Hones, 1, ane. 
Buzzer No. cepceaeons $ 9 00 
2 ng binhe weenie 12 00 
» es _ Seeneeees = 13 60 
ns ee C—O? 15 00 
“ = TB eseveces ++ 19 00 


FREEZERS—ICE CREAM. 
Peerless and Alaska 


PE 4£4400¢teeeseedeseld $2 96 
GES cccccccccuccoseoce 3 45 
|, errr 410 
White Mountain 
Le $4 85 
DB GES Seccccviodvoodeenes 5 65 
GALVANIZED WARE. 
rete ceppneiennngienty 8 qt. “ +4 
i2-at. "dod envedeuebdeneee 
ere 2 75 
Wash + a ee ere $6 00 
a 0 ‘auveneccesentaeeins 6 85 
No. Py COieseeenneneess e 8 00 
GARAGE DOOR HARDWARE. 
Staal ccccccvcccccccccescAN net 
GAUGES. 

Marking, Mortise, etc........ Nets 
Disston’s ccecccccocccoccse ee 
GIMLETS. 

Discount .........+.65% and 10% 


GLASS. 
Single Strength, A and B. 


a MOD ccccccccccccds & BH 
Double Strength, A, all sizes 84% 
GREASE, AXLE. 

1-lb. -_, 36 to case, 


cocccccecces € FO 

s-fp tins. tins, 24 tec 
Re tina coccocccee FT BD 
5-lb. —, 12° te case, ¢ 20 
ete. tum, per Geusn.... 10 40 
16-Ib. tins, per dozen.... 13 80 


26-lb. tins, per dozen.... 19 80 


HAMMERS, HANDLED 
All V. and B Each, net 
Blacksmiths’ * Hand, No. 0, q 
DE, ce tadaeseneeee scene $0 87 
Engineers’ No. 1, 26 oz..... $7 
Farrier’s, No. 7, 7-0Z....... 90 
Machinists’, No. 1, 7-0z.. 64 
Nail. 
Vanegiem, No. 41, 20-oz. 2 
we. TE, ‘No. 41%, ié-oz., 
OBO ccccccccccscsseecs 1 42 
Vv. — B., No. 11%, 16-0z., 
- csstdivedsuenss cane 92 
Garden City, No, 111%, 16- 
OB, GOER ccccccceccccee 69 
Tinner’s Riveting, No. 1, 8- 
OB., COCR ccccccccccccceecs 71 
Shoe, Steel, No. 1, 13-0z. 
GRE ccccccecsecesceseeces 71 
Tack. 
Magnetic. 
No. 5, 4-0z., each....... 78 


HAMMERS, HEAVY. 


Farrier’s, No. 10, 10-0z....$1 01 
HANDLES, 
Axe. 
Hickory, No. 1....per doz. 4 00 
Hickory, No. 2.... i 3 00 


lst quality, second growth 6 00 
Special white, 2nd growth 5 00 


Chisel. 

Hickory, Tanged, Firmer - 
assorted ......... per doz. 55c 

Hickory, Socket, Firmer, 
RaBOTteE cccccece per doz. 70c 

ee s6eendaen aeened per doz. $1 20 

Hammer and Hatchet. 
ae 3 OP BORs ccccckegvces $0 90 
Second Growth hickory, 

BOP GOR cccccccececcese 

Seldering. 

a i ee err $2 40 
HANGERS. 

Conductor Pipe. 

Milcor Perfection Wire....25% 

Eaves Trough. 

Meee DONTE a ccccceccccces 30% 

Triple Twist wire.......... -10% 

Milcor Eclipse Wire.........20% 

Mileor Triplex Wire..........15% 

Milcor Milwaukee Extension. 15% 

Milcor Steel eeee. etter torm- 
ing) List plus .... -12%% 

Milcor Selfiock E. T. Wire, 

Be GD cveccsseuseecheds 
HASPS. 
Hinge, Wrought, with staples. 
HATCHETS. 

Vv. & B. Supersteel. Each 
Broad, No. 1, 24-oz...... $1 53 
meee, WO. 4, BG-GBvccccar. 1 33 
Rete me Gh. Ss ceccccs 1 44 
Coe, Bee. Bp BOG. ccccccs 1 38 
Flooring, No. 1, 20-0z..... 1 53 
Shingling, No. 1, 17-oz.... 1 28 
Lathing, No. 1, 14-oz.... 1 28 
Lathing, No. 2, 17-oz..... 1 33 
Vanadium Steel. 

Half, No. 3, 22-o0s...... -$1 04 
Underhill Pattern Lathing, 
S POR, CGR cscccecesse 214 
HINGES. 


Heavy Strap, in Bundles. 
‘ inch, dozen prs. covcecast OS 


coeneeus 1 74 
6 ys wes ” coccceoe BS BB 
8 - ad eee 3 64 
Extra Heavy T in Bundles. 
4 inch, dozen prs. ........ $1 90 
5 ” ” ” erry fe 
6 ” eas ee  ¢seenken 2 62 
” = 6] EOeO Res 43 
HOES. 
GG” owcsiccvcceeecces osceud net 
HOOKS. 
Box. 
Vv. & B. Ne, 1, each..... $0 26 
r. 
a ssacece 


Mil 
“Direct Drive” Wrought 
Tron for wood or brick 


Hay. 
Vv. and B. No. 1, each.. 26 
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Bar Meat. 


Vv. and B. No. 26, 
each 


V. and B. No. 28, 

each 
Screw Meat. 

V. & B. No. 2, per gro... 7 15 


Butchers’ “S.’”’ 


V. & B. No. 6, each....... 09 
Vv. & B. No. 8, each...... 13 
HOSE. 

Per Ft. 
5g-in. 2 ply molded.. 12c 
Seein. COTd .....000% 8%c to 10¢e 
%-in. wrapped l4c 

HUMIDIFIERS. 
“Front-Rank,’”’ Automatic. 
In single lots .........-... 50% 


In lots of 10 or more... .50-5% 
In lots of 25 or more. .50- 18? 
Vapor pans, etc., each 50% 


IRONS. 
Sad. 

Genuine Mrs. Potts, nickel 
plated, per set ........$1l 
Asbestos No. 70, per set. 2 10 
Asbestos No. 100, per set. 2 30 

E. C. Stearns’, 
No. OA Corner, 


No. OB 
KNIVES. 
Butcher. 
~~ yee Handles, 6-inch 
ce ovecccoccccesecces % 
os ee Handle, “7-inch nf 
Beechwood Handles, 38-inch 
»ee errr 5% 
Cooper’s Hoop ............. 25% 
Drawing. 
BORMERGS ccccccccccccccece 25% 
PD. o.0006006800.04.868 25% 
Barton’s Carpenters’ ...... 25% 
Hay. 
Iwan’s Solid Socket........ 25%. 
rrr 25% 
Iwan’s Sickle Edge......... 25% 
Iwan’s Imp’d Serrated....25% 
Hedge. 
CN. ccnceceesesevssst 25% 
WEST O WO Leccccccccccs 25% 
Putty. 
GOGROM ce ccccesccccesvccs 25% 
EMRGEPO cccccccccccces 02+29% 
Scraping. 
Beech Handles ........... 25% 
EMSS cocccccccecoesvese 25% 
KNOBS. 
Door. 
OT err per doz. $2 00 
Porcelain ........ = 2 00 
MEE. whbsaseevswew S 2 00 
LADDERS. 
Step. 
Comnmem, Per fh. ccccccccese c 
Common, with Sit add ate 
TO ©0660 0800600008008 coceedSC 
Challenge, ¢ to “9 icscesaes 55c 
10 G0 86 BB.cccoce peeheented Oc 


Kant-Break, per lineal ft....75¢ 


LANTERNS. 
Per doz. 


Monarch tin, hot blagt.....$ 8 25 
Dietz No. 2 cold bl coooe SOD 


Best tubular ............. 8 26 
Competition lanterns No. @ 

CUBUINP 3 cvcccecceceecces 6 90 

LAWN MOWERS. 

UB-IMGM ccccccccccccoese eee $5 20 
BEGRED. cccccscososcee evooce © BS 
Ball Bearing. 

4 blade, adjustable bear- 

ng. 
Se sccnvecaedl Recccosde --$5 20 
We” cvcsessccererseotwes «- 7 80 


LEATHER BELTING. 


From No. 1 Oak Tanned Butts. 
Extra heavy, 18-oz........35% 
Heavy, 16-02. .....2.++0+-40% 
Medium, 14%-0s. ..........40% 
Light, 13-oz. 5 


LEATHER LACING. 
Cut, strictly No. 1.......... 45% 


doz. sets.$2 50 : 
“ ‘ ® 75 
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LEVELS. 
Disston, No. 28 Asst.....,.. 22 05 
. No. 18, 20 in., each 1 3 
= No. 22, 24 in., each 2 40 
e Shafting, 6 in..... 19 86 
” “ 6 in. gr. glass 24 99 
- Me. 2 AGM... .cccsus 5 15 
” me OS BOM. co cisccam 12 4 
” 24-26 in., each...,, 1 02 
- 28-30 in., each..... 1 00 
LIFTERS. 
Steve Cover. 
Copperee ..cccccs per gro. $6 90 
AlaOKR 2c cccccee. ss 415 
LOCKS. 
‘Barn Door. 
No. 60 Stearn’s..per doz. $11 99 
No. 80 = a 20 00 
MALLETS, 
Carpenters’. 
Fibre Head No. 2, per doz.$12 90 
- No. 3, ” 15 60 
e No. 3%, “ 20 60 
Round Hickory, per 
eern=aeEeie doz. $3.00— 5 0 
Tinners’, 
ere Ty per doz. $2 25 
MATS. 
Door. 
National Rigid ..... 5&10& se 
Acme Steel Flexible ..... 
MITRES. 


Galvanized steel mitres, and 


caps, end pietes, outlets. ..30% 
BRP ocececusseseceeeneses 
Galv. one piece stamped....40% 


MOPS. 


Cotton, Star (Cut Ends). 
Pounds 12 15’ 18 24'-8-oz. 
Per doz. $4 00 4 35 5 50 7 00 


BUD nv ceccccusecsean 16%% 
UE sénoscccasecs :...50 & 5% 
NAILS. 
Cee TE scadsrcawesccsaceee $4 55 
Be HE nn6666 sae osctncee 4 55 
Wire. 
CD nc ccncdusuvacsen 3 65 
Cement Coated .......... 3 60 


NETTING, POULTRY. 
Galvanized before weav- 

ng 
Galvanized after weaving 45 


NIPPERS. 
Nail Cutting. 


V. & B. NO. 30.......-eeeee 78c 


Double Duty. 
V. & B. No. 64.....ceee0- $1 03 


NOZZLES. 
aconeceee per doz. $6 75 
™ 9 6 


OILERS. 


Chase Pattern. 


Brass and Copper......-:- 10% 
Zinc Plated 4 


— 


see eeeeee 


Steel. 
Copper Plated ......-- 170 & 5% 


OPENERS. 


Delmonico ...... oe doz. «4 
Never Slip .... 


Crate. 
Vv. & B., per doz. $7 25—11 0 
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Know what the experts know—read these books 





A New Revised Edition Is Now Ready 
—Just Off the Press 


This new edition con- 
tains many solutions of 
individual pattern prob- 
lems in every depart- 
ment of sheet metal 
work, giving the com- 
plete methods of lay- 
ing out all forms of 
work. It is an ideal 
text book for either 
home study or the class- 
room, as it covers every 
detail from the_ selec- 
tion of tools, through 
Linear and Geometrical 
Drawing, to develop- 
ment of Difficult Prob- 
lems by Triangulation. 
If you oy a bese ¥ 

s you how to lay out work, ge s, e 
ey book on the subject. It has 544 pages, 
892 illustrations and diagrams, measures 
10x13 inches and is cloth bound. Price $6.00. 





The only book published on Auto 
Radiator Repairing 


F. L. Curfman and 
T. H. Leet are the 
authors of this much 

manual. Any 
one interested in 
Radiator Repairing 
will find the 185 
pages of practical 
instructions and the 
120 fllustrations 
showing actual con- 
struction and re- 
wy a big help. 
nacondenseéd 
manner some four 
to five thousand an- 
swers to questions 
are given. It is 
thoroughly practical 
as both authors are 
men of wide experi- 
ence in this work. 
Printed in large, 
easy to read type. Measures 5%x9 inches. 
Price $2.50. 





The two biggest and best books on 
Sheet Metal Work 





THE UNIVERSA! 
SHEET METAL 


PATTERN CUTTER 


Here are two books that can’t be beat. 
They are the most practi 
treatises on the ‘cubsont. = 


Work of all the branches of the trade 

jag broadest scope of details are ee ape 
the ‘most complicated ore shee, Jobe, and 
end profusely illustrated. a 


The volumes are bound in hea lot! 
see a | be in. Each Bm p. | 
pA pases original drawings. Price 











year — get a few of 


D* MORE reading this 


these books on the sub- 
jects you’re interested in and 
spend many comfortable and 
profitable evenings reading 


them. 


A lack of technical dryness in 
practically all of these books 
makes them easy to read. 


Write for our 10 page catalog 
listing many more good books. 














Triangulation thoroughly explained in 


this good book 


For the man who 
desires a complete 
volume on this 
subject this man- 
ual will be an ap- 
preciated addition 
to his collection 
books. 


The sheet metal 
pattern cutter of 
today needs to be 
up-to-date—t his 
book contains 268 
Pages of real 
helpful instruc- 
tion, 123 illus- 
trations, pho- 
tograpbic and line 
drawn, which show 
sheet metal mod- 
ela made express- 
ly for this work. 


Measures 6 x 9 
inches and is 
cloth bound. Price 


NOMLY TONON WIL 








now ready 


Exhaust and 
Blow Piping 
bes had an 
unusually big 
, 4 e = and. A 

es supply 
is now off the 
Press and is in 
our hands for 
immediate de- 
livery. Itisan 
invaluable 
treatise on the 
Dianning, cost, 
estimation and 
aatallation of 
an piping in 
ell its trabehe 
es giving al: 
necessary 

idance in 
an work 
blower and 
separator con- 
struction. 159 


pages, 6x8 in. 61 figures. Cloth, $2.00. 
SEND YOUR ORDERS OR CATALOGUE REQUESTS TO BOOK DEPT. 


AMERICAN ARTISAN AND HARDWARE RECORD 
620 SOUTH MICHIGAN AVENUE 


Neubecker and A. Hopp 


This is a new 
edition of 
@ most prac- 
tical self-in- 
struction book 
Published on 
the art of pat- 
tern drafting. 
It deals wit 
con struction 
work in light 
and heavy- 
gauge metal, 
skylights and 
roofing and 
cornice work, 
etce., giving 
tables showing 
how to_ esti- 
mate these 
jobs as well as 
Warm Air 
Furnace in- 
stallations. 


267 pages, 6%=x 
9% in. 370 fig- 
ures. Cloth 
bound. Price 
$3.00. 





Home Instruction for Sheet Metal 
Workers 


By William Neubecker. 
Edited by Frank X. Morilo. 
Facts that you want to know 
and know how to use are 
crammed into every page of 
this new home instructor. It 
is a practical instruction man- 
ual for the apprentice, me- 
chanic and master sheet metal 
worker, covering the course 
of instruction given to the 
students in the sheet metal 
department at the New York 
Trade School. 

It includes detailed instruc- 
tions on cutting, forming. 
gutdortng. preparing full-sise 
details from architects’ blue- 
prints, developing the pat- 
terns, laying out the work on 
sheet metal, forming and 
bending on the brake and 
setting the work together. 

Important features in the book are the 
chapters on skylight and louvre work, the 
subject being covered qommpletely. includ- 
ing flat, nigped and pitched skylights, sta- 
tionary and movable louvres, turret sash, 
gearing, etc. 

It’s a book that will give you the help 
you want. 

Over 400 pages, 684 illustrations, bound 
in cloth, with 15 folding plates bound sep- 
arately, postpaid, $5.00. 


Two of the handiest books publishe4 
These two little books 
contain hundreds of 
“tricks of the trade,” 
full of short cuts, la«- 
bor saving methodg 
and many practica§ 
ideas—all of which 
any sheet metal 
worker can usa A 
good collection of 
methods by which vow 
can do many jobs ig 
@® quicker, handler 
way. These books 
“Kinks” should  »be 
read by every man is 
the trade — Cleth 
bound, 4%x7 in. Price $1.00 each. 











If you desire more information, 
more complete descriptions of these 
books, write us at once and we will 
gladly give the additional facts and 
chapter headings. 
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42 
PAILS. 
Cream. 
14-qt., with gauge, 

— Secocccceces per doz. $9 50 
18-qt. without gauge, 
eeeedeocse sceccceenee Gen. 33 66 
20-qt., without gauge, 

coesecesoccceses per doz. 11 75 

Sap. 
10-qt., IC Tin....per doz. $4 00 
12- oe o “ Lad 6 60 
Stoek. 


Galv. qts. 14 16 20 
Per doz. $9 75 10 75 12 75 14 60 


Water. 


Gadventese qts. 10 12 14 
Par Ge feces $5 75 6 560 7 25 
PASTE. 
Asbestos Dry Paste: 
200-lb. barrel............ $15 00 
100-Ib. barrel............ 8 00 
35-Ib. pail ..... pbeniens 3 26 
BOT. BAR cc ccccccccesse 1 00 
5-lb. bag aia ee we 65 
2%-lb. cartons ........ 30 
PINCERS. 
All V. and B. 
Carpenters’, cast steel, 
No. .. 6 8 10 12 
Each $0 45 $0 ”, es 64 $0 74 
Blacksmiths’, No. 10....... $0 75 
PIPE. 
Conductor. 
“Interlock” Galvanized. 
Crated and nested (all 
BRUBOS) ccccccccaceces 60-20% 
Crated and not nested 
(all gauges) ......... 60-15% 
Square Corrugated A and B and 
Octagon. 
SS GUE cccccccvccccees 60-10% 
28 eS RekheeeeRseeeed 60-10% 
26 ~~ 6 sopwe@edecdeoewkea 60-10% 
24 e 6Menmsaeweaetea 60-10% 
“Interlock.”’ 
Crated and nested (all 
CERES ocecvcceseccescs 60-20% 


Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone Cc. B. 
on application. 


Stove. Per 100 joints 
26 gauge, 6 inch . 
ere 17 00 
26 gauge, 7 inch E. C 
eee 19 00 
28 gauge, 5 inch E. C 
DENSE cevoswcccccccece 14 00 
28 gauge, 6 inch EB. C 
DE sdtdndecevsececde 15 00 
28 gauge, 7 inch EB. C 
DEE weuteneaneesaes 17 00 
30 gauge, 5 inch E. C 
err 12 00 
30 gauge, 6 inch E. C 
BEEK ccceecccdoccccs 13 00 
30 gauge, 7 inch E. C 
BEE ecceecessccccee 15 00 
T-Joint Made up 
6-inch, 28 ga. ...per 100 32 50 
Furnace Bye. 
Double all Pipe and 
PD 44000400%0¢e00 40-10% 
Single Wall Pipe, Round 
Pipe Vittings ..cccccce 40-10% 


Galvanized and Black 
Iron Pipe, Shoes, etc. .40-10% 





Milcor Galvanized ....-...... 40% 
Lead. 
ee Gee Si wd thee eewnes $10 25 
PLANES. 
Stanley Iron Bench ........ Net 
PLIERS. 
(Vv. & B.) 
Nut, No. 3, 
“ No. 26, 
Gas, No. 7, 
No. 8, 
* No, 13, 
Button’s Pattern. 
YF eae eee re 61 
No. 8 each ..... peeeaeteen 74 
Double Duty, No. 106....... 48 
POINTS, GLAZIERS’. 
No. 1, 2 and 3..per doz. pkgs. 65c 


POKERS, STOVE. 


wrt Gest, str’t or bent, 
Peer TerTrTT doz. $0 75 


Nickel Plated, coil 
handles ..cccess - 110 


POKERS, FURNACE. 


PULLEYS. 


-per doz. $0 60 
6 00 


Furnace Tackle... 
per gross 
wae Screw 
cased). per doz. $0 85 
Ventilating meetaben, 
Per gross 
Small, per pair 
Large, per pair 


ee eee eee eee eee eee 


er 


PUNCHES. 
Each 


No. 11-18, 1%x6..$0 21 
30 
. 10, %xl0.... 33 
. 1-6, %x6..... 14 


Machine. 
Vv. & B. 
Vv. & B. 
Vv. & B. 
Vv. & B. 

Center. 
Vv. & B. 

Belt. 

Vv. & B. 
Vv. & B. No. 106-107...... 
Vv. & B. No. 


Samson Line. 
No. 1 Hand 
No. 3 Hand 
No. 4 Hand 


50, %x4..... $0 15 


No. 


Doz. lots or 
less 

3 doz. 
...-Less 40 & 56% 

6 doz. lots or 
more—Less 50% 


Less than doz. 
lots ...Less 25% 
Doz lots or 
more. . Less 
Punches and Dies 
mn: 


Less than doz. 
lots...Less 25% 
Doz. 


No. 3 Bench 
40% 


Extra for 
Samso 

No. 1 Hand 

No, 2 Hand 

No. 4 Hand 


No. 3 Bench 


ew wr) “6 10% 


PUTTY. 
Commercial Putty, 100-Ib. 
DD use<cesernnencdesoeeen $3 55 
QUADRANTS. 
Malleable Iron Damper...... 10% 


FLOOR REGISTERS AND 
BORDERS. 


Cast BWOR cccccccccccsccceces 25% 
Steel and Semi-Steel......... 40% 
WOSSNONTE cccccccesecvsceces 40%. 
Adjustable Ceiling 

Ventilatore .....cccscceces 40% 


Register Faces—Cast and Steel. 
Japanned, yor and prnted, 
4x6 to 14x14 0% 
Large Reger veers Cat, 
14x14 to 38x42 ~--60% 
Large Register Faceo—Steel, 
14x14 to 38x42 65% 


ee eee eee tenes 
eeeeeeee 


ROOFING. 
Per Square 


Best grade, slate surf. prep’d$2 00 


Best tale surfaced.......... 2 36 
Medium talc surfaced...... 1 66 
Light tale surfaced......... 1 05 


Red Rosin Sheeting, per ton.62 00 


ROPE. 

Cotton. 
Sisal. 

1st pate. base. 14% to ists 

Ws We tedenvscoeese 3% to 15%c 
Pet 

1st Quality standard 

oo” ere 17% to 19%c 
BOR. B cvancsaneeoes 16% to 18%c 


Hardware Grade, per Ib....14%c 


AMERICAN ARTISAN AND HARDWARE RECORD 


SAWS. 
Butchers’. 
Atkins No. 2, 14-in....... $12 75 
— No. 2, 18-in...... - 14 30 
‘a Me. GT B6cOh.cccecs 15 865 
We. 8, B8-im....cee 15 92 
- No. 7, 20-in....... 18 05 
si Be. F B6OR. ccccss 20 20 
” No. 7, 28-in....... 22 35 
Compass. 
Atkins No. 2, 10-in...... $ 5 45 
” No. 10, 10-in...... 5 60 
“ Blades, No. 2, 10-in. 3 25 
_ “ No. 2, 10-in. 3 30 
Cross-Cut. 
Atkins No. 221, 4-ft...... $3 03 
a No. 221, 6-ft...... 4 45 
” No. 221, 8-ft...... 6 07 
Hand. 
Copper Burrs On)ly....ccccces 40% 
No. 96, 20 in...... 21 70 
Hand and Rip. 
Atkins No. 54, 20-in...... $19 50 
” No. 54, 26-in...... 24 40 
= No. 538, 16-in.... 18 10 
” No. 53, 20-in...... 23 90 
- No. 63, 24-in...... 26 60 
- No. 53, 28-in...... 31 45 
= No. 538, 30-in...... 34 15 
Keyhole. 
Atkins No. 1 complete....$3 10 
™ No. 2 complete.... 3 70 
Miter Box. 
Atkins No. 1, 4x20....... $32 65 
No. 1, 6x33....... 38 00 
“ We. 8, GBB. ..cess 42 20 
Pruning. 
Atkins No. 20, 12-in...... 9 8 45 
as No. 10, 16-in...... 18 15 
Wood. 
Atkins No. 202.......... $719 
- Be. BeBe vcevecace 8 75 
nie No. 906........+- 15 60 
- WO. BBD. ccccecese 16 56 
SCRAPERS. 
Box. 
No. 6, six blade each...... 35c 
Hog. 
Se, Bcc evccccctasevss 27¢ 
Floor (Stearns). 

No. 10, COCR ...cccccccces $11 650 
SCREEN DOOR HINGES 
ee TE oc ccsencews gross $13 00 
Se: askbeckeateons ” 9 50 
SCREWS. 

Weod. 
Se  aererrer rT ert 80% 
RB. TE. BOS cccccccceces +. 18% 
fe Peers Tee -74% 
D. TE BOOMS ccccccccscncces 16% 
eae ee 74% 
Sheet Metal. 
No. 7, %x%, per gross....$0 55 
No. 10, %x3/16, per gross 75 
No. 14, %x%, per gross... 90 
SCREW DRIVERS. 
Uncle Sam Standard Head. 
BS tahoe, GOO ..ccccccces $ 45 
5 inches, each ........... 52 
8 inches, each ........... 68 
12 inches, each ........... 1 02 
Uncle Sam Insulated Head. 
3 inches, each............ $ 49 
5 inches, etch............ 57 
8 inches, each..........-. 76 
12 inches, each............ 1 14 
SETS. 
Nail. 
Vv. & B. 
No. 100, in cardhoard 
rar doz. $1 46 
9 100, in wooden Sepes, 
ce ceccecceccceseses Doz 1 53 
No. 5, in cardboard boxes, 
eececccccccecerecrs doz 1 31 
No. 6, in wooden boxes, 
RaskseedW kaeee te 1 37 


Rivet. 
ET v.00 0.0% ode 
Tinners’ 3-4 signee 
eae . ee + 0 
Atkins No. 10 per doz.§3 g9 
th 
SHEARS. 
Nickel Plated, Straight, atts 
oe ‘e oe a 14 % 
8” 16 Be 
Japanned, Straight ‘epee 6” Tle 
; vreees ae 8 
-++ 8" 18 g 
SHE TINNERS’ 
MAGHINISTES ° 
WEE 060660006000 60s0ecer $22 0 
Lennox Throatless. 
BO BR ncndsccecesess ctannn 354% 
Shear Bagges gin een iiceea -10% 
(f. o. b. Marshalltown, Towa.) 
Peerless pe Squaring. 
Foot Power. 
No. 1—30”, 18 ga. cap.....154% 


No, 2—36”", 18 ga. cap..... 16% 

No. 4—52”, 18 ga. cap.....15% 

No, 10—120”, 22 ga. cap..15q% 

No. 4A—52”, 16 ga. cap....15q 
Cast Iron Foot Power. 

No. 01, 30”, 18 ga. cap....15% 


Power Driven. 
(No. 100 Series, 2 Shaft Drive.) 
No. 142—42”, 18 ga. cap...16% 


(No. 200 Series, 2 Shaft Under- 
neath Drive.) 


No. 242—42”, 14 ga. cap...16% 


(No. 300 Series, 3 Shaft Under- 
neath Drive.) 


No. 342—42”, 10 ga. cap...15% 
No. 372—72”, 10 ga. cap... 15% 


(No. 500 Series, 3 Shaft Under- 
neath Drive.) 


No. 596—96”, 10 ga. cap...15% 


No. 600 Series, 3 Shaft Under- 
neath Drive.) 


No, 6120—120”, 3/16” cap. .15% 


SHOES. 
Milecor. 


Galv. Std. Gauge, Plain or 
corg. round flat crimp...65% 


26 gauge round flat crimp..40% 
24 gauge round flat crimp.10% 
Conductor 


an OTEES AND SPADES. 


Hubbard’s. 

oO. A B C D 
1 $16 00 1510 14 46 18 78 
2 16 35 15 60 1485 1410 
3 16 75 1600 16 26 14 4 
4 1710 16 35 16 60 14 % 


Post Drains & Ditching. 


Hubbard’s. 
Size A B Cc 
ot asheed $17 15 $16 40 $16 66 
a neocon 17 60 16 75 16 0 
18” ...... 17 86 1710 16 8 
SF cccece 18 20 17 46 16 7 
Se Vases 18 55 17 80 17 06 
Alaska Steel. 

D-Handle ......... per doz. $3 6@ 
Long Handle ...... ” 3 00 
SIFTERS. 

Genuine Hunters, doz.......$2 5 
SKATES. 

Ice, Men’s and ’ Per Pair 


Key Clamp—rocker—bright 
DEE §d0ten0000000000e" $ 
a emn—cocher—ae 


Lotctennesscouse 1¢ 
Key Clamp—rocker — pol- 
GROG  cccccvcccceccccess 1 36 
Key Clamp—rocker — pol- 
Skate outfits ........-- 4 76 
Women’s and Girls’. 
” Key Clamp—rocker. $1 31 
Ks oa = hockey.. 1 4 


Ice Skate outfit........--+ 


Ball Bearing—Boys’ 
Copper Burrs only 
Bal) Bearing— Giri’ 


eeooseseseee 











